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New Year! 





wish to Life Insurance men ; 
everywhere. To that wish, add Increase in 1925. . 
our hope that each day of 1926 

may be full of profit to them- 


selves and usefulness to others Assets 18% 
A Happy New Year indeed Increase in 1925.... 0 


for the Agency Force of the 
Peoria Life — new, live plans 


and an interesting year’s pro- M : 
ortality 1925 
d d.. 35 O 





A Happy New Year is our : 
Insurance in Force 
(15% 


oo gram for 1926, including a visit 

Melelel | ' . . - . i 

ee ee to Philadelphia and the Sesqui- Ratio to expecte 
; centennial Exposition in Au 


gust- 


A Happy New Year happier Premiums Renewed, 89% 
because of the record of the . 

vear just brought to a success- 

ful close. The figures opposite 


tell why Peoria Life progress Interest Return on 6 2%. 
oO 
. 





in 1925 is very satisfactory to 
the Company and to its agents. Mortgage Loons. 
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The Aetna Life Log 
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Life looks ahead with definite plans for greater service. 


We embark upon 1926 ‘‘With All Sail Set!’ That is our 
keynote. We have added sail continuously since 1850. 


The good ship ‘‘ZEtna Life’’ will be manned, figuratively, 
by the AEtna organization the country over. The sails, our 
motive power, represent the various sales promotion activities 
that help our field men. Each month, particular types of poli- 
cies will emphasize an appeal to the class whose insurance needs 
they are best suited for 


1 [eit toot by its seventy-five years of achievement, the Aitna 





yxy With All 
Sail Set 
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INCREASE IN TAXES 
ON INSURANCE SEEN 


United States Chamber of Com- 
merce Shows Burden Falls 
on Policyholders 


STATES ARE OFFENDERS 


Pick Out Companies as Special Vic- 
tims From Which to Secure More 
General Revenue 





The United States Chamber of Com- 
merce has been making an investigation 
of the taxes that are imposed on insur- 
ance in the way of special taxes, which 
eventually fall on policyholders. 
viewing the 1924 figures the Chamber 
finds that premiums paid were 6.5 per- 
cent larger than the preceding year. 
The special taxes, licenses and fees col- 
lected by the states during the same 
period were 13 percent greater than in 
1923. These do not include the 
paid by insurance companies in 
mon with other forms of business. 


Federal Government Lowers Taxes 


The United States Chamber states 
that the extreme pressure for revenue 
to meet war demands has considerably 
increased. As a consequence the fed- 
eral government has revised and is con- 
tinuing to revise its tax laws. The 
special impost levied on policyholders 


by the federal government was a pre- | 
This was eliminated in the | 


mium tax. 
1921 revenue act. The states, however 
have not followed this example. in 
special state taxes, $67,731,570 was paid. 
This does not include the cost of col- 


lection nor special county and municipal | 


insurance taxes. The United States 
Chamber emphasizes the fact that these 
special taxes are paid by policyholders 
ultimately. 


Told in Concrete Form 


The known amount alone would pay | 


an annual premium for more than 
$4,000,000 ordinary life insurance poli- 
cies issued at age 25, for $1,000 each, 
or would have bought fire 
coverage for one year on 
worth of property at an average rate 
ot 89 cents per $100. From 1923 the 
rise was $6,726,030 while in the subse- 
quent year the increase was $7,989,742, 


thus bringing the total to a level never 


Previously exceeded. 
Most States Show Increase 


The United States Chamber calls at- 
tention to the fact that this is not due 


to the mistaken policy of merely a few | 
On the contrary 43 out of the | 


states. 
48 states submitting data for 1924 
showed increases. In some states the 
local chambers of commerce and trade 
organizations took steps to resist the 
increasing tax. This was particularly 
true in West Virginia. ; 

he subjoined table although reflect- 


ing in part a growth in the volume of 


business written, shows the trend since | 


(CONTINUED ON PAGE 10) 


In re- |; 


taxes | 
com- | 


insurance | 
$7,500,000,000 | 





DANGER IN ATTEMPT TO RAID 
SMALLER LIFE INSURANCE COMPANIES 





HE plan of a $10,000,000 syndicate 

to buy up small and medium sized 
middle western life companies has been 
very unfavorably received in the western 
section. The American Life Convention 
at its Louisville meeting passed a reso- 
lution strongly disapproving this sort of 
thing in the following form: 

“Resolved, that organized efforts to 
secure stock control of a life insurance 
company without the knowledge, con- 
sent or approval of those responsible for 


connected with another company, or at- 
tempts to exploit a life insurance com- 
pany by manipulation of its stock, are 
improper, unethical, prejudicial to the 
business and that such methods are con- 
demned by the American Life Conven- 
tion.” 
Opposed to the Scheme 

This resolution is mild in comparison 
with the sentiments of American Life 
Convention members. 


the growing young companies of the 
west and doubtless drastic methods will 
be adopted to meet the onslaught of A. 
M. Best and his associates. 





Resents Best’s Dipping Into Deals 


The only name mentioned in connec- 
tion with the plan thus far is that of A. 
M. Best, of the A. M. Best & Co. pub- 
lications. This also has created an un- 
favorable impression. The feeling is 
that a publisher of reports, in fact any 
insurance publisher, should not use his 
position to interfere with the various 
companies, engage in any insurance 
deals, consolidations or other manipula- 
tions having to do with the control of 
companies. A publisher has it in his 
| power to influence publicity in favor or 
| soneene a company at certain times and 
} 
| 
| 


his engaging in work of this kind does 
| not set well with company managers and 
other insurance men. Mr. Best has been 
connected with reinsurance deals in the 
| past, some of them in the west, and his 
| connection with these deals has hurt his 


its conduct, by interests or individuals | 


They are against | 
any and every effort designed to disturb | 


preventing the concentration of life in- 
surance assets within a few hands, 
which all agree would be unsound pub- 
lic policy. The eastern promoter and 
manipulator is not wanted in the west. 
The company officials and agents striv- 
ing hard to build up worthy institutions 
have a right to ask for protection from 
the insurance departments and the in- 
surance public against men who are 
seeking to bring about consolidations 
and reinsurances and attacking promis- 
ing company plants with the sole view 
of quick and easy money for themselves. 
Willing to Wreck Companies 


It is said of one of the leading pro- 
moters along this line that in buying or 
reinsuring a company he has never given 
a single thought to the policyholder or 
the agent but has been willing at all 
times to wreck a comnany on the sole 
basis of immediate profit to himself. In 
fact, this is the spirit in which virtually 
all these manipulators work. 

Great and Growing Business 


Life insurance is a great and growing 
business. Never in the history of the 
world has there been such a develop- 
ment in the accumulation of a great re- 
serve fund, encouraging thrift and tak- 
ing care of the needy. Life insurance 
is today a great social institution and 
should not be governed entirely by nar- 
row minded and selfish considerations. 
There is plenty of room for all the com- 
panies now in the field. The promoters 
in this new $10,000,000 enterprise state 
that they are seeking companies with 


from $10,000,000 to $30,000,000 insur- 
j}ance in force, which are sound and 
growing enterprises. In taking over 


| where it could be legally done. 


| publications. 
| Black Chapter in Life Insurance 

The story if told of manipulations | 
within various companies looking to 


| 

| their sale or reinsurance would consti- 
tute one of the blackest pages of life in- 
surance history. Every device of the 
| shrewd, unscrupulous self-seeking pro- 
| motor and so-called high finance has 
| beem tried on the life companies. Men 
| who could not make a success in regu- 
| Jar life insurance work, who are after 
quick and easy money, have engaged in 
these ventures. There are men who seek 
positions as superintendents of agencies 
or positions in other home office capa- 
city solely for the purpose of getting on 
the “inside” and by securing lists of 
stockholders or other inside information 
have betrayed their trusts and manipu- 
lated deals so that reinsurances and 
| sales have resulted, to the detriment of 
stockholders, policyholders and agents. 


Companies Have Fine Future 
But the big fact is that the west and 
south after much stress and strain has 
| developed a group of fine, growing com- 


| future. They are doing a great work in 


nanies which give much promise for the 
i] 


companies agency contracts would no 
doubt be violated and in many cases ad- 
vantage be taken of policyholders, 
But the 
great loss would be in the destruction of 
the tremendous good will which would 
be sacrificed and which is inherent in 
the various plants. 


Comparison Not Logical 


The illustration is used that the big 
fire insurance companies have taken 
over virtually all the small companies 
and that the same movement should be 
inaugurated in life insurance. This does 
not follow at all. It is a question 
whether it has been the best thing for 
the fire insurance business for the small 
companies to go out. Life insurance 


has much greater possibilities than has | 
fire insurance, and in fact the field for | 


service and opportunity is unlimited. The 
small fire company is handicapped be- 
cause it is not able to write large lines 
and because being in the same agency 
with a number of other larger companies 
it cannot offer the same facilities which 
the larger company can. A small life 
company is not handicapned in this wav 
It has no trouble in securing reinsurance, 
in writing sub-standard risks, etc., be- 
cause reinsurance and the handling of 
sub-standard risks is much simpler than 
are the problems of the small company 
in fire insurance. 
What the Smaller Companies Have Done 
Western life companies are operating 
in the healthiest section of the country 
(CONTINUED ON PAGE 22) 


MISSOURI STATE LIFE 
CONTROL HAS BEEN SOLD 





| Deal Is the Largest in the History 


of Life Insurance in the 
United States 





SELLS OUT 


| SINGLETON 


| Caldwell & Co., the Investment Brok- 


ers of Nashville, Are the Purchasers 
of the Company 





14.—Marvin E. 
the Missouri 


ST. LOUIS, Jan. 
Singleton, president 
State Life of St. Louis, in a statement 
today, announced that a contract has 
been signed for the sale of a controlling 
interest of the company’s stock to Ro- 
gers Caldwell, president of Caldwell & 
Co., an investment banking firm of 
Nashville, Tenn. Approximately $14,- 
000,000 are involved in transaction. 

Personnel is Not Changed 


of 


The sale will not effect the identity o! 
the company nor the personnel of the 
company’s officers. Mr. Singleton will 
remain as president. Mr. Singleton and 
members of his family, including his 
sons, E. C. and J. H. Singleton, both 
of whom are officers of the company, 
own 86,000 shares of stock. Another 
large block of stock, 64,540 shares, is 
owned by W. Frank Carter, Ch. A. 
Lemp, R. McKittrick Jones, J. Shep- 
pard Smith, D. D. Walker, Jr., Harry 
F. Knight, Virgil Rule, F. O. Watts, E. 
D. Nims, and scores of persons who 
own small blocks. 

Wolfes in the Deal 


A few years ago the stock of the Mis- 
souri State Life was available at as low 


as $15 a share with few buyers. Its 
par value is $10. The 86,000 shares 
owned by the Singleton family were 


purchased at prices ranging from $20 
to $40. The firm of S. H. & Lee J. 
Wolfe of New York handled the trans- 
action. Under the terms of the contract 
a large sum of money will be paid by 
Caldwell & Co. on Feb. 1, at which time 
the stock will be delivered to the Bank- 
ers Trust Company. or the Guarantv 
Trust Co., of New York where it will 
be held in trust until the final payments 
| spread out over a period of three years 
paid 

Deal i« Big One 

The deal for the Missouri State Life 
is the largest in the history of insurance 
involving more monev than was paid 
for Equitable of New York by Morgan 
& Co., several years ago. 

The company has in force 
000 of insurance. $62,000,000 
and its income in 1925 was apnrox!- 
mately $21,000,000. In 1925 it paid for 
$98,164.387 ordinary and $38,814.272 
rroup insurance, Its health and accident 
department had a premium income of 





| have been 


$587,000, 


in assets 


approximately $600,000. The companv 
has 5,000 agents and operates in 42 
states, 

Mr. Singleton became _ president 


(CONTINUED ON NEXT PAGE) 
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AETNA HAD BIG YEAR 


SMASHED PREVIOUS RECORDS 





Many Liberalizations in Underwriting 
Practices Contributed to Thirty-five 
Percent Increase in Business 





HARTFORD, Jan. 14—The Aetna 
Life’s new paid business for 1925 totaled 
$909,916,426, according to a preliminary 
statement of figures made public by 
Vice-President Kendrick A. Luther. 
This means that once again the company 
is enabled to report the greatest year in 
its long history. The 1925 figure, which 
soars so close to the $1,000,000,000 peak, 
represents a gain of more than 35 per- 
cent over 1924, when the new paid busi- 
ness amounted to $673,577,688. The paid 
life premiums for 1925 were $54,846,951, 
or a gain of $9,405,386 over the $45,441,- 
564 representing the paid premiums of 
1924. These figures concern the life de- 
partment only. 

The past 12 months, the diamond an- 
niversary, have been notable ones for 
the Aetna Life, as the foregoing figures 
disclose. The story behind the figures, 
however, is one of outstanding achieve- 
ments in the company’s determination to 
liberalize its practice in so far as sound 
underwriting rules will permit. It was 
early in January that Mr. Luther an- 
nounced the first important change of 
the year. This consisted of an increase 
to $400,000 of the maximum limits which 
would be written upon a single life. The 
previous limit had been $250,000. Close 
upon this followed a reduction in rates 
on several policies, and a provision to 
write short term insurance up to age 70, 
and also extending the 90-day disability 
modification for the full limit of insur- 
ance. 


Other Liberalizations Announced 


In February the salary budget plan 
was inaugurated. In July the company 
took a great forward step when it an- 
nounced the non-medical plan, whereby 
applications for insurance without medi- 
cal examination in amounts of $5,000 
were considered for persons up to age 
55. The plan applies to women as well 
as to men, and includes disability bene- 
fits and double indemnity. 

Another signal achievement was an- 
nounced in September, when at the gen- 
eral agents’ conference at Poland 
Springs, Me., the field forces were in- 
formed that an increased dividend scale 
for the participating department would 
become effective Jan. 1, 1926. This in- 
crease averaged $1.75 per $1,000 of insur- 
ance, varying according to the plan of 
insurance, the age at entry, and the 
duration of the policy. It involves an 
increase in the total dividend disburse- 
ments for the year of about 22% percent 
over what would have been required un- 
der the old scale. 

Perhaps the outstanding development 
of the year was the announcement by 
Mr. Luther recently that beginning Jan. 
1, 1926, the Aetna Life would reduce its 
basic nonparticipating rates to a point 
below that of any other life insurance 
company in America, and at the same 
time would increase to $50,000 the 
amount of insurance issued on a single 
life where disability 3 benefits were in- 
cluded. 








MISSOURI STATE LIFE SOLD 
(CONT’D FROM PRECEDING PAGE) 
March 11, 1919 when it had $19,000,000 
in assets and $170,000,000 insurance in 

force. 

Under the contract with Caldwell & 
Co., Mr. Singleton will continue as 
president for at least three years. Until 
the deal has been finally consummated 
there will be no change in the control. 
Caldwell & Co. have option to pay off 
the entire amount due on stock Feb. 1 
or 15 on any interest date. 

Mr. Singleton announced that at the 
annual election Jan. 19, all the present 
officers and directors with the exception 
of one director will be reelected. 


| Chicago 





CONSTITUTION ADOPTED 


INCORPORATED 
Life Underwriters Favor 
Change Unanimously—John M. 

Holcombe, Jr., Not Present 


ASSOCIATION 





At the January meeting of the Chi- 
cago Life Underwriters Association 
held Jan. 12 a new constitution and by- 
laws were adopted unanimously. This 
includes the incorporation of the asso- 
ciation. The association was organ- 
ized in 1888 and has operated on the 
same constitution since that time. It 
was considerably important if the as- 
sociation was to function as it should 
that a reorganization should be effected. 
Last June a committee was appointed 


,which has worked long and arduously 


to draft the new constitution and by- 
laws. 

John Marshall Holcombe, Jr., had 
ben scheduled as a speaker of the day, 
but was unable to come on account of 
the serious and probably final illness of 
his father, John M. Holcombe, chair- 
man of the board of the Phoenix Mu- 
‘tual Life. Mr. Holcombe, Jr., is man- 
ager of the Life Insurance Sales & 
Research Bureau of Hartford. In his 
place President W. W. Williamson 
drafted as speakers, S. T. Whatley, gen- 
eral agent of the Aetna Life, Jules 
Girardin, general agent of the Phoenix 
Mutual, and also spoke a few words 
himself. 

8S. T. Whatley Speaks 

Mr. Whatley said that the incorpo- 
ration of the association was a big step. 
He compared conditions in the life in- 


‘surance field 17 years ago with those of 


today and stated that not yet had the 
life insurance man reached the profes- 
sional standing in the community. He 
said that all talk of life insurance men 
as professionals was on their own part. 

He said that in the medical and legal 
professions membership in the bar as- 
sociation or medical association is a 
very important and necessary thing tc 
the practice of such a profession. He 
predicted that some day such would 
be the case in the life insurance busi- 
ness and until then there would be no 
real professional standing. He said 
that, sooner than many life insurance 
men thought, the day would come when 
no man could be licensed until he had 
completed a fixed course of instruction 
in life insurance and until a stamp of 
approval had been put upon him by the 
Life Underwriters Association. He 
said that the association should then 
have the power to discipline its mem- 
bers by expelling them if they did not 
live up to the ethical standards of the 
profession and that such _ expulsion 
should be accompanied by the cancel- 
lation of a license to do business. 


Contrast With Former Days 


Jules Girardin of the Phoenix Mutual 
said that the conditions 35 years ago 
when he came to Chicago were ap- 
palling. The life insurance men did not 
speak to one another. He said that he 
first joined the association reluctantly 
because each life insurance man was 
a set against the other. That the 
cordial conditions exist today, he 
said, gives him a feeling of gratifica- 
tion because he has had some hand in 
the work of the Chicago Life Under- 
writers Association. He said that Mr. 
Criswell, executive secretarv of the as- 


‘sociation, will open a service office to 


provide information of all kinds to life 
insurance men and wil also keep an 
eve on the character of men who are 
obtaining the agents’ licenses. 

Mr. Wiliamson made a short address 
directed to the men under 35, saying 
that men could be divided into two 
classes, effort men and effort plus men. 
The effort man does what he is tol: 
to do. and the effort plus man does 
what he is told to do and finds a bet- 
ter way of doing it. The only way to 





KUHNS CRITICALLY ILL 





IS HEAD OF BANKERS’ LIFE 





One of the Best Known Life Insurance 
Company Presidents in the 
Western Country 





DES MOINES, IA., Jan. 14.—George 
Kuhns, president of the Bankers Life 
of this city is critically ill and his death 
is expected at any moment. Mr. Kuhns 
was stricken during the holidays. He 
had made arrangements to attend the 


agency sales convention in San Fran- 
cisco. 
President Kuhns has been having 


a serious time of it and is now in the 
Methodist Hospital at Des Moines. Mr. 
Kuhns intended to go to San Francisco 





GEORGE KUHNS 


to be present at the Bankers Life school 
of instruction. For several weeks he 
had been suffering from an infection of 
the nose. During Christmas week a 
severe cold aggravated the infection and 
his condition grew steadily more alarm- 
ing. On Dec. 27 his physician ordered 
him to the hospital. His condition for 
a while seemed more favorable. 

Mr. Kuhns is one of the best known 
and forceful life insurance presidents 
in the west. He was born in Rock 
Island county, Ill., in 1861. He spent 
his early life on a farm and has always 
been interested in agricultural pur- 
suits. He attended the lowa State Agri- 
cultural College at Ames. He began 
his life insurance career almost as soon 
as he got out of college. The Bankers 
Life under his leadership has achieved 
large dimensions. 


Makes Record of $20,000,000 


Twenty million dollars of paid-for 
business is the record hung up by the 
S. T. Whatley —- of the Aetna Life 
at Chicago for 1925. This figure repre- 
sents an increase of 66 percent over the 
previous year. 

Mr. Whatley believes that the outlook 
for 1926 is very good. During the first 
half of January the written business of 
his agency almost equals that of the 
entire month of January, 1925. Such a 
start augurs well for what is to come, 
Mr. Whatley believes. 





bridge the gap from one class to the 
other is through imagination. With- 
out imagination there is no chance of 
getting over into the effort plus class. 

Considerable credit was given by the 
speakers to President Williamson and 
the constitution and by-laws commit- 
tee, of which George H. Bacon of the 
Massachusetts Mutual was chairman. 

Dues for the coming year have been 
placed at $12. 





SERVICE WAS KEYNOTE 


B. M. A. HAS CLUB CONVENTION 





F. J. Fleming of Okmulgee, Okla. 
Again Heads Producers of Kansas 
City Company 





KANSAS CITY, MO., Jan. 13.—The 
annual meeting of the 1,000 Club of the 
Business Men’s Assurance here last 
week reflected a rather striking gain in 
knowledge of insurance by the men in 
the field. Each of the business sessions, 
two a day, had given opportunity for 
questions and discussions, and one 
afternoon was devoted wholly to com- 
ments by the salesmen. Hardly a ques- 
tion was asked that did not meet prompt 
answer from several who had them- 
selves solved the problem from their 
thought and experience, and from the 
guidance of the company’s training 
course. The extent to which the men 
in the field are studying was further 
evidenced in the attention given a dis- 
play of sales material, literature, books, 
and magazines by THE NATIONAL UNDER- 
WRITER, adjacent to the meeting place. 

Parlette Strikes Keynote 


The keynote of the convention was 
struck by Ralph Parlette, writer and 
lecturer, with his phrase “Be Go-Givers,” 
offered as a substitute for the phrase 
heretofore so widely exploited, “Be Go- 
Getters.” This keynote was actually 
reflective of the spirit, because so large 
a part of the program and of the dis- 
cussions had to do rather with the ex- 
planation and extension of service, than 
of “getting the name on the dotted 
line.” Ted M. Simmons of the Pan- 
American Life made one of the most 
inspiring of the addresses, on “The 
Young Man’s Opportunity.” 

At the banquet Thursday evening, 
where nearly 700 men and women were 
guests, including 50 of the leading busi- 
ness and professional men of Kansas 
City, the program was broadcast and 
many telegrams were read from insur- 
ance company officials of distant cities 
and from salesmen or policyholders who 
were listening in. Each of the officers 
and directors of the company was in- 
troduced, with remarks on his high 
standing in the business world. Presi- 
dent W. T. Grant acted as toastmaster. 


Fleming Again Club President 


The president of the 1,000 Club for 
1926 is again F. J. Fleming of Okmulgee, 
Okla. This is the eighth time that he 
has won the honor in ten years, yield- 
ing to H. S. McMillen one year when 
his large life production was _ not 
counted towards honors, and to Rex 
Parker last year, when illness in his 
family hampered peak efforts. Mr. 
Fleming produced $350,000 of life in- 
surance in 1925, and about an equai 
amount of credits in accident and health 
insurance. A large part of his life busi- 
ness, including one $50,000 and several 

5,000 policies, was written for former 
silarialnane. T. T. Wallace, vice presi- 
dent of the club, is only 22 years old. 
In his first two years with the company, 
1922 and 1923, he earned membership 
in the club while studying law in the 
University of Texas. He was third high 
man in 1924, and now second for 1925 
production. 

There were 284 men and women 
registered at the convention, against 176 
registered last year. The club member- 
ship is 156, or 12 larger than in any 
previous year. 


Appointed Toronto Assistant Manager 


President McKibbon of the Toronto 
Life Underwriters Association has been 
appointed assistant manager of the 
Travelers at Toronto. The Toronto 
branch of the Travelers covers all oi 
Ontario, except the Ottawa territory and 
that north of Lake Superior. Mr. Mc- 
Kibbon has been a member of the edu- 
cational association of the Dominion 
Underwriters for the past vear. 
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s. L. MORTON TALKS ON 
INSURANCE FOR INCOME 








Cites Advantages of Form to 
Agent, Prospect and 
Beneficiaries 


MEANS LARGER POLICIES 





Will Provide Children With Mother’s 
Care and Attention in Case of 
Father’s Death 





DAVENPORT, IA., Jan. 13.—An 
authoritative talk on income insurance 
was delivered to the Davenport Associa- 
tion of Life Underwriters and also to 
the DesMoines association by Stratford 
L. Morton, one of the foremost experts 
in this phase of the business in the 
country. Mr. Morton is general agent 
for the Connecticut Mutual Life at St. 
Louis, the second largest producing 
It is signifi- 


branch of that company. 





STRATFORD L. MORTON 
General Agent Connecticut Mutual 


cant also that Mr. Morton personally 
writes insurance which runs annually 
into six figures. 


Means Increased Sales 


“Income insurance,” said Mr. Morton, 
“does result in increased insurance and 
increased income for the underwriter. 
Sales talks so often fail because the 
agent does not propose the insurance 
which the prospect needs. We have so 
often been quoting prices and talking 
of policies in terms away above the head 
of the man to whom we are trying to 
sell insurance. We tell him that he had 
better buy before he becomes too old, 
that he may meet death at any time, and 
generally in the past have made our- 
selves nuisances to prospects. We have 
gone about in funeral garb carrying a 
story of dread possibilities instead of 
arranging an insurance program which 
will meet the needs of the men we ap- 
proach. 


Little Thought to Estate 


“Most men give little thought to the 
building of a life insurance estate. The 
Same men would never think of building 
a home without securing plans, hiring a 
competent architect and a good con- 
tractor, and learning all of the pertinent 
facts concerning location and other ad- 
vantages. Insurance men have been op- 


Portunists, have just happened to call on 
a prospect at the right time, and have 
been able to make sales because he was 
in the mood to buy. 


It has really been 


| patch 





ROYAL UNION’S MOVE 
IT WILL ABSORB UNIVERSAL 


Dubuque Company With Some $6,000,- 
000 in Force Will Merge With 
the Des Moines Organization 


DES MOINES, IA., Jan. 14.—A dis- 
here today from Dubuque, Ia., 
forecasts the merger of the Universal 
Life of that city with the Royal Union 
here, although President A. C. Tucker 
of the local company refuses to com- 
ment on it, it is said the Universal 
stockholders will mest Jan. 19 and 
Royal Union stockholders Jan. 22, to 
pass on the merger. The Universal 
Life has about $6,000,000 in force. This 
will be the third merger by the Royal 
Union this year, the company having 
taken over the Western Life and Na- 
tional American of Burlington several 
months ago. 

The purchase will give the Royal 
Union a total of insurance in force 
amounting to nearly $144,000,000 and 
assets of approximately $21,000,000. The 
company has recently taken another 
floor of the Royal Union building in or- 
der to make room for the extra help re- 
quired by its expanding business. 








a great work to build up $75,000,000,000 
in insurance but there should be far 
more. The average man lives from 
hand to mouth. He carries a compara- 
tively small amount of insurance and 
when the undertaker and creditors are 
paid, little is left. Regular life insur- 
ance is needed first to meet immediate 
expenses because it is not subject to 
probate. Then there should be some- 
thing laid aside for the ‘rainy day.’ ” 


Put Own House in Order 


“You can never write income insur- 
ance for other men,” he declared, “until 
you put your own house in order. Why 
is it that the average straight life pol- 
icy runs $3,000 and the income insurance 
policy, $9,000, yet only 10 percent of the 
volume comes from the latter? I believe 
that it is because income insurance re- 
quires more study and less of the follow- 
ing of the line of least resistance. 

“The dumping of a lump sum upon 
the beneficiaries, the wife and children, 
at the most inopportune time for wise 
investment is like piling brick and mortar 
on a lot without a plan and expecting 
a house. People, such as officers in 
banks, trust companies, bond brokers, 
real estate and insurance men and at- 
torneys, who handle other persons’ 
money, appreciate these facts I find. The 
trust fund is good where there is neces- 
sity for the use of discretionary power. 
but many times this can best be handled 
by the insurance company. 


Must Talk Prospect’s Style 


“We must conceive of ‘life insurance’ 
instead of ‘death insurance.’ It must 
provide life for the man in his old age 
or for the wife and children after his 
death. The underwriter must talk to 
his prospect in a style in which the lat- 
ter is interested. If I approach a real 
estate man, = am selling him a lot with 
immediate title upon which he pays only 
the taxes; 1i I talk to a lawyer, I am 
arranging a will for him which cannot 
be broken. We must visualize, must 
make the man see himself in the pic- 
ture. 

“Too often the attempt is made to sell 
‘long range’ insurance in which the ad- 
vantages are placed in the too distant 
future. Every prospect believes he will 
live a long time and must be shown the 
immediate advantages, including the 
peace of mind that comes with the 
knowledge that his family is protected. 
Income insurance must be sold on a 
basis to provide a sufficient fund to 
maintain the purchaser’s family after his 
death in the same style which they 
enjoyed before. The three greatest haz- 
ards should be eliminated—delay, shrink- 





INSURANCE EDITION 


BEHA CALLS HEARING 


SUMMONS COMPANY OFFICIALS 


To Discuss First Year Dividends and 
Other Important Related Ques- 
tions on Jan. 21 


NEW YORK, Jan. 13—James A. 
Beha, New York insurance superintend- 
ent, has announced to all authorized 
life companies that he will grant hear- 
ings to their representatives on Jan. 21 
on first year dividends, expense margins 
furnished by low premium policies, and 
insurance on the lives of children 
below age 15. Mr. Beha is considering 
the issuance of a ruling which will pro- 
vide that life companies shall not make 
‘the payment of any dividend on a policy 
issued after Jan. 1, of next year con- 
tingent upon the payment of the pre- 
mium for the ensuing policy year. The 
announcement made by Mr. Beha is in 
part as follows: 


First Year Dividends 


“It has been called to my attention 


that a number of life insurance com- 
panies are making the payment of a 
dividend at the end of the first policy 


year contingent upon the renewal of the 
policy. 

I wish to raise the question of whether 
or not the practice of making the pay- 
ment of any dividend contingent upon 
the payment of the premium for the en- 
suing year is contrary to the Insurance 
Law. I desire your opinion together 
with the reasons therefor, regarding the 
advisability of ruling that life insurance 
companies shall not make the payment 
of any dividend on a policy issued on or 
after January 1, 1927, contingent upon 
the payment of the premium for the en- 
suing policy year. 

“It has also been called to my atten- 
tion that most companies doing a com- 
petitice life insurance business need all 
of the first year’s premiums to pay the 
expenses and claims insured during the 
first policy year and to set up the re- 
serves for which the company is liable 
under the corresponding policies. In 
order that such a company shall equita- 
bly apportion surplus to a policy at the 
end of the first policy year, it is neces- 
sary to charge part of the first year’s ex- 
penses to the business as a whole. I 
am inclined to the view that dividends 
cannot be equitably apportioned to a 
group of policies until surplus is earned 
on those policies after charging them 
with expenses as they have actually been 
insured and with the liabilities to which 
those policies have given rise.” 


Expense Margins 


“It has been called to my attention 
that expense margins calculated as pro- 
vided by Section 97, New York Insur- 
ance Law, are, in case of certain com- 
paratively low premium policies, larger 
than the premiums charged for such 
policies. It is my opinion that this is 
an essentially illogical condition and 
that it has the effect of artificially en- 
couraging temporary insurance. I, there- 
fore, have in mind recommending amend- 
ment of the last phrase of Subdivision 1, 
Section 87 [by] * * * substituting ‘any 
policy of life or endowment insurance 
(other than reinsurance)’ for ‘group term 
insurance policies.’ 


Insurance on Children 


“This department is considering the 
advisability of recommending that the 
following provision be added to Section 
55, New York Insurance Law, imme- 
diately after the table setting forth the 
amvounts of insurance that can be carried 
on the lives of children on the basis of 
applications of persons liable for their 
support: 

“‘No policy or agreement for insur- 
ance shall be issued upon the life of a 
child less than the age of fifteen years, 
as determined by the nearest birthday, 
under which the amount payable shall 
exceed, as to the ages specfied in the 
foregoing table, the sums specified, the 
ages therein specified being the ages at 
time of death.’” 








age and uncertainty of income. The big- 
gest thing which a man can give to his 
children is the care of their mother. She 
should not be compelled to put them in 
some institution while she works.” 





LOVELACE TALKS ON 
THE PROGRAM PLAN 


Well Known Life Insurance Edu- 
cator Speaks of Benefits of 
This System 


SOME SUGGESTIONS MADE 


Appeals That Reach the Heart of the 
Prospect As the Proposition Is 
President 


NEW YORK, Jan. 14.—At the Janu- 
ary dinner meeting of the Life Under- 
writers Association of New York to- 
night there were two speakers with an 
audience of 500. 

The speakers were Dr. Griffin M. 
Lovelace, director of the life insurance 
training course at New York University 
on the subject of “Selling Suggestions 
for the Average Agent.” 

M, H. H. Joachim, well known author 








GRIFFIN M,. LOVELACE 
New York University 


and traveler, formerly in the life insur- 
anee business and now connected with 
the Lee Kedick Bureau, had as his sub- 
ject, “The Human Side of Business.” 


Dr. Levelace’s Talk 


Dr. Lovelace was introduced by 
Charles B. Knight of the Union Central 
as a “Benefactor to the Business.” Mr. 
Knight was toastmaster. 

The doctor said he had one suggestion 
as to prospecting for the man writing 
small cases. Names supplied by friends 
for prospects are valuable. An agent 
should ask his friends whom he had 
lunch or played golf with recently and 
these are leads for the agents. The 
man with whom the policyholder plays 
bridge or poker are prospects worth 
while seeing. Dr. Lovelace said: One's 
friends, doctor, dentist and oculist are 
prospects. 


Starting the Interview 


Now as to getting started with an in- 
terview. The agent finds it difficult of- 
ten to gain an opening for his sales 
talks. Dr. Lovelace believes in having 
something to hand the prospect to 
handle in order to engage his atten- 
tions. An income to maintain the home 
until the children can complete their 
high school education is advisable. 
Again the clean-up fund policy is good 
for two or three thousand insurance. 
Dr. Lovelace advised having a printed 
card listing the expense calls upon a 
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family when the jbread winner dies. 
These objects are something to show to 
attract attention. 


Objections to Program Plan 


He discussed the objections some- 
times heard to program insurance. It 
is too complicated, expensive, etc. some 
say. Make it simple viz. to provide cash 
for deceased’s obligations and provision 
for the family. 


miliar with what he is doing. Knowing 
in advance a prospect’s situation helps 
in program presentation. The speaker 
illustrated a sample presentation of 
money needed after death to settle an 
estate. A thrée part program includes 
the educational provision for children. 


Closing the Program Plan 


Regarding the close, Dr. Lovelace ex- 


plained different ways of handling pros- 
pects. If the man thinks the total pro- 
gram items are too expensive for him 
the agent should urge that all necessary 
things require some sacrifices. The 
agent may get the prospect to go half 
way on the proposition. He should at 
once take a unit. 

One should always hold the idea of 
provision for the prospect’s own old 
age before his eyes. 
value a $20,000 ordinary life policy will 
have for the man age 65. This line of 
argument will show the two fold purpose 


of life insurance, viz. protection of the | 


family and provision for the insured’s 
old age as well. 


Providing for the Children 


The argument of providing for the | 


children is always a potent one with the 
average family man. It is a suggestion 
which warms up a father. So put the 
insurance idea into terms of the chil- 
dren. The universality of the appeal to 
children cannot be gainsaid. 

Mr. Joachim said every person who 
works for a living has something to sell 
of goods, ability, knowledge or credit, 
each must make good use of his natural 
talents. 

Knowledge of the principles of sales- 
manship is nothing more than knowl- 
edge of human nature and human con- 
duct, it is impossible to predict just what 
everybody’s reaction will be on all occa- 
sions or under all provocations. 


Psychology in Salesmanship 
Psychology tells what ideas are sales 


impelling and what are sales resisting. 
Psychology is most important in sales- 


manship. It is a knowledge of reactions | 
of human nature under various circum- | 


stances. Psychology is the antidote of 
haphazard selling. Human interest 
stories are valuable for they carry con- 
viction faster than mere reasoning. Mr. 
Joachim urged loyalty on the part of 
the agent to the company which he rep- 
resents. The conviction behind the 
agent’s statement is what counts in at- 
tracting the attention of the prospects. 
Always a positive suggestion is more 
compelling than a negative one. Mere 
mechanical suggestion will seldom pro- 
duce a successful reaction. An agent’s 
proposition must be presented clearly 
to be effective or to secure favorable re- 
action. 

Thomas C. Bell of Mutual Life who 
was to be presented with an honorary 
membership card for 35 years’ member- 
ship in the local association, was unable 
to be present owing to his daughter’s 
death. 





Equitable of Iowa Meetings 
Twenty-three agency managers of the 


Equitable Life of Iowa company will | 


convene at Des Moines for a school of 
instruction Jan. 14-15. The school will 
be followed on Jan. 18-19 by a meeting 
of 20 members of the Organization Club, 
an association of agency organizers. 
General agents of the company will meet 
there Jan. 22-23. 

The Equitable has $12,000 more insur- 
ance in force in Pennsylvania than in 
Iowa, as revealed by a check on the 
year’s business for the ‘company. It 


now has $424,000,000 of insurance in | 


‘-rce in 26 states. 





Think of the cash | 


CONNECTICUT GENERAL 
_ HOLDS A CONFERENCE 





| Seady Problems Facing Men 
Who Develop Sales 
Forces 


It does not have to be | 
a complicated matter if the agent is fa- | 





HOW TO GET NEW AGENTS 





Home Office Representatives Discuss 
Various Subjects at Two Day 
Meeting in Hartford 





All general agents of the Connecticut 
| General Life assembled in Hartford for 
|a two day conference January 7-8. 
| President R. W. Huntington gave the 
|address of welcome. In his speech he 
told how a company’s rates, the kind of 
contracts it can offer, and the interest 
it can afford to pay on trust settlements 
depend on the field force and the com- 
pany’s investment department jointly. 
The field helps by careful selection of 


risks, the investment department by 
sound investment of the company’s 
| funds at good rates of interest. He out- 
lined the work of the company’s invest- 
ment department. 

Vice-President G. E. Bulkley out- 
lined the object of the conference which 
was chiefly to study the job of the gen- 
eral agent, and the new duties required 
of him by the recent tremendous de- 
velopment of the life insurance business. 


Tell How to Find New Agents 


Specific accounts by agents of where 
they found promising soliciting agents 
was a most helpful part of the program. 
Clarence Spencer of Syracuse had used 
both blind and open newspaper adver- 
tisements with considerable success. H. 
S. Coughlin of Wilkes-Barre told of the 
success of the personal contact method 
in securing a promising man. H. E. 
Barlow of Springfield had found solicit- 
ing agents helpful in bringing new men 
into the agency. F. A. Nurre of Cin- 
cinnati considered successful salesmen 
in other lines a good source to go to 
for new agents. R. A. Briggs of Mont- 
pelier found policyholders worth culti- 
vating with this in view, particularly a 
policyholder who was sold to the com- 
pany’s liberal protection and efficient 
claim service through actual experience 
when disabled. 

J. T. Shirley of Pittsburgh outlined 
the qualifications he looked for and his 
method of selecting from applicants for 
agents’ contracts those who are likely 
|to make successful agents. Success in 
former occupation, age, health, financial 
standing, number of dependents, and 
the family’s attitude toward the business 
are all important points to consider in 
selection. Experience records, credit 
reports and several interviews are pre- 
liminary steps to hiring a new man in 
| his agency, but the time spent on these 
is well spent because it eliminates spend- 
ing time later on many who could not 
possibly succeed in the business. 


Sell the Agent the Job 


J. G. Oglesby of Rochester told of 
| how he interested one man in the busi- 
| ness by selling him a carefully worked 
out insurance program first, later point- 
|ing out the opportunities the business 
offered both to render service and to 
build up a substantial income. , 
Bell of Indianapolis urged the impor- 
/tance of sincerity in telling the pros- 
| pective agent what possibilities the busi- 

ness holds for him personally rather 
than for some super salesman. P. 
Hawkins of Los Angeles summarized 
the advantages of selling life insurance, 
stating that in this field a man builds 
| his business on the company’s capital, 
| has nothing to lose and can build up a 
permanent income for himself. Like the 
| doctor he renders a real service, but the 








doctor collects only once unless the 
patient becomes ill again while the in- 
surance agent gets renewals year after 
year. 

S. B. Lindsay of Buffalo and C. R. 
Garvin of Columbus spoke on “Office 
Training of Agents,” discussing the in- 
struction given on company contracts, 
company history, sales helps and serv- 
ice, prospecting and interviewing. G. A. 
Bredehoft of Toledo, F. D. Masden of 
Kansas City, W. W. Willis of Chicago 
and W. C. Bailey of Detroit spoke on 
“Field Training,” showing how salary 
savings insurance and accident insur- 
ance are especially helpful in starting a 
new man. J. A. Coffman of Cleveland 
and F. G. Pierce of Philadelphia talked 
on handling agents individually and as 
a team. 

Shirley Agency Wins Plaque 


At the conference luncheon Thursday, 
J. T. Shirley was presented with a hand- 
some bronze plaque, the trophy awarded 
for leading the field in the company’s 
inter-agency contest recently held. Vice- 
president Bulkley made the presentation 
speech. At the banquet Thursday night 
the speakers were Commissioner Dun- 
ham and Captain Irving O’Hay, well 
known soldier of fortune. 

“Agency Meetings” were discussed at 
the Friday morning session by J. A. 
Fiske of San Francisco, H. S. Cough- 
lin of Wilkes-Barre, H. M. Clark of 
Albany and G. A. Bredehoft of Toledo. 
L. B. Hendershot of the educational de- 
partment spoke on the company’s course 
of insurance lessons and other company 
helps. J. A. Coffman of Cleveland and 
F. G. Pierce of Philadelphia discussed 
the advantages and disadvantages of 
financing agents, and described how this 
was handled in their agencies. 

Secretary J. M. Laird spoke on the 
company’s underwriting policy at the 
Friday afternoon meeting. Mr. Laird 
said that the company’s aim was not 
to have the lowest mortality in the 
country but rather to sell insurance at 
moderate cost and at the same time to 
extend its benefits to the greatest pos- 
sible number of applicants. He an- 
nounced that hereafter substandard in- 
surance would be sold on the mutual 
as well as the stock plan. 


Talks on Special Lines 


F. B. Wilde, recently elected secretary 
of the accident department, and George 
Goodwin, assistant scretary of the de- 
partment, spoke on accident insurance. 
W. I. King, group department secre- 
tary, told of the importance of group 
insurance in the development of a com- 
pany and an agency. W. H. Flanigan, 
assistant secretary of the life depart- 
ment, spoke of the company’s newest 
field of endeavor, salary savings insur- 
ance. 

John M. Holcombe of the Life Insur- 
ance Sales Research Bureau talked on 
“The General Agency.” He discussed 
the qualities a general agent should have 
to succeed in the field of agency man- 
agement and how to tackle the problems 
that faces him. 


Peoria Life Convention 


Production of the Peoria Life last year 
reached nearly $50,000,000, according to 
a statement made by Vice President and 
Agency Secretary W. E. May at the 
three-day convention of state and dis- 
trict managers last week in the home 
office. A quota of $80,000,000 has been 
set for 1926, exclusive of reinsurance. 
President Emmet C. May reviewed the 
18 years’ history of the company. Assets 
of the Peoria Life have increased $11,- 
500,000 in the past year. 

Hawkins & Gumm of Ohio were 
awarded a silver cup for the largest per- 
centage of quota of written business; 
T. A. Curnow, Kewanee, for best re- 
newal record on second year business, 
and the Buckwalter agency, Peoria, for 
best total renewal. E. Van de 


Walker of Michigan, who in December 
set a record for the largest number of 
applications, was a speaker, as were 
G. B. Pattison, secretary; R. M. Hal- 
gren of Indiana and L. R. James of 
California. 





NEW CHICAGO COMPANY 
IS SOON TO START 


National Republic Life Ready to 
Apply for License in 
Illinois 





McCONKEY IS PRESIDENT 





Prominent Business and Professional 
Men Will Be Chosen on the Board 
of Directors 





The National Republic Life of Chi- 
cago has completed its organization with 
home offices in the Roanoke building, 11 
South LaSalle street, and will be ready 
to apply for a license in two or three 
weeks. The organization work required 
about six months. The company will 
start with $100,000 capital and $60,000 
surplus. It is the intention of the man- 
agement, as soon as the company is 
licensed, to sell four successive series 
of stock of $100,000 each, so that the 
company eventually will have $500,000 
capital and $300,000 surplus. The com- 
pany has excellent backing and there 
are identified with it, men prominent in 
Chicago business and professional life. 


McConkey to Be President 


E. H. McConkey will be the president 
of the National Republic Life. Mr. Mc- 
Conkey is a life insurance man of large 
field and home office experience. He 
was the first president of the Chicago 
National Life. He was formerly gen- 
eral agent of the International Life of 
St. Louis and served in a similar ca- 
pacity with other companies. He started 
in the business as a rate book man and 
became a large producer. 


McKinley Will Be Vice-President 


. A. McKinley, formerly attorney 
for the Illinois state insurance depart- 
ment and now secretary-treasurer of the 
Marquette National Fire, vice-president 
of the Pittsburgh Fire and president of 
the West-Mar Company, a $7,500,000 
holding corporation, will be vice-presi- 
dent. Guy Guernsey. formerly state 
senator and former president of the 
Hamilton Club of Chicago, and now 
member of the Chicago city council and 
vice-president of the Kent College oi 
Law in Chicago, will be the secretary. 
W. J. Newman, president of the W. J. 
Newman Company, the largest under- 
ground contracting concern west of New 
York, which is now doing the excavating 
work for the new Stevens Hotel in Chi- 
cago, will be the treasurer. Samuel 
Shaw Parks, a well known Chicago at- 
torney, will be the general counsel. 


Prominent Men on the Board 


The board of directors will be chosen 
from the following list of leading stock- 
holders: 

George J. Dehn, president, Compound 
Injector and Specialty Company, manu- 
facturers; director, Columbia State 
Bank; G. G. Rupley, wholesale lumber 
dealer; A. C. Hammond, general man- 
ager, Dexter Folder Company; F. J. 
Ringley, president, F. J. Ringley Com- 
pany, printers; C. J. Adams, undertaker, 
director, Chatham State Bank of Chi- 
cago; Emil Bergman, president, Horn- 
thal & Co., undertakers’ supplies; Mil- 
ton E. Klein, Hornthal & Co.; W. J. 
Newman, president, W. J. Newman Co., 
contractors; Guy Guernsey, member 
Chicago city council; A. A. McKinley, 
former attorney for the insurance de- 
partment of Illinois; E. H. McConkey, 
life insurance; D. B. Quinlan, under- 
taker, formerly president, Hyde Park 
Improvement League, past president, 
National Undertakers’ Association; N. 
Mathews, president, Grand Laundry 

(CONTINUED ON PAGE 6) 
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Good Open Territory 


In outlining our Agency program for 1926 we find several cities where we 
are needing immediate representation. We have openings for capable managers 
or general agents in the following cities: 


DETROIT BALTIMORE 
SAN FRANCISCO 
MEMPHIS TAMPA 


The International Life has come to be known in the Insurance world for its 
rapid progress and we are planning to make 1926 our greatest. It is our purpose 
to place men of high character in these cities in the near future. 


Standard or Sub-standard—Participating or Non-participating 
A New Rate Book & New Policy Forms 


International Life Insurance 


St. Louis, Missouri 


W. K. WHITFIELD, President DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’l Mgr. Agents 


Co. 
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ACES CLUB CONVENTION 


ATLANTIC LIFE AGENTS MEET 





Annual Gathering of Leading Producers 
of Virginia Company Held at 
Daytona Beach 





The annual convention of the Aces 
Club of the Atlantic Life was held last 
week at Daytona Beach, Fla., with an 
attendance of more than 100. William 
H. Harrison, vice-president and super- 
intendent of agencies, was in charge of 
the convention. In reviewing the ac- 
tivities of 1925 he said that paid busi- 
ness for December was the largest ever 
produced in any month of the company’s 
history and exceeded that of December, 
1924, by a substantial amount. While 
the company did not reach its goal of 
$27,000,000 for the year, the paid-for 
business amounted to $26,123,720, giv- 
ing a generous increase over 1924. The 
company now has $127,024,484 insur- 
ance in force, representing a net gain of 
$13,984,172 in 1925. Mr. Harrison also 
discussed the outlook for 1926, saying 
that the prospects were exceedingly 
bright for the most successful year ever 
experienced by the company. 

Other home office officials who de- 
livered addresses were Edmund Strud- 
wick, Jr., vice-president; Dr. Frank P. 
Righter, medical director; Paul D. 
Sleeper, assistant superintendent of 
agencies; Mel T. Abel, supervisor; Wil- 
liam R. Gardner, agency secretary. 


Talks by General Agents 


General agents who addressed the 
convention were assigned the following 
subjects: A. . Swink, Richmond, 
“Building Personality”; W. C. Wood- 
ard, Rocky Mount, N. C., “Teaching 
Men How to Buy”; R. L. Dobie, Nor- 
folk, “Life Insurance as a Life Work”; 
W. F. Swan, Brookhaven, Miss., “Edu- 
cational Insurance”; Salsbury, 
Savannah, Ga., “Complete Life Insur- 
ance Service”; David E. Henderson, 
Huntsville, Ala., “Business and Estate 
Analysis as Applied to Life Insurance”; 
C. Demarest, Jr., Baltimore, “Self Man- 
agement.” 

The Wendell H. Tiller general agency 
at Spartanburg, S. C., won the Presi- 
dent’s Cup offered the general agency 
producing the largest percentage of as- 
signed quota during the fall campaign, 
which extended from Oct. 1 through 
Dec. 31, 

A number of service pins were 
awarded at the convention. Among 
those receiving pins were: A. O. Swink, 
Richmond, 20 years; A. W. Douthat, 
Roanoke, 15 years; E. P. Southward, 
Richmond; R. A. Treakle, Whitestone, 
Va.: Winchester Graham, Columbia, S. 
C., 10 years. 








NEW CHICAGO COMPANY TO 
START OPERATION SOON 
(CONTINUED FROM PAGE 4) 
Company; Dr. Ira Hoffman, physician; 
H. C. Meek, Meek & Meek, North Side 
haberdashers; J. C. Fiddelke, cashier, 
State Bank of West Pullman; John P. 
Roggeveen, contractor; Dr. Alfred Bar- 
radell, chief surgeon, International Har- 
vester Company; John Edmunds, real 
estate operator; Dr. M. J. Strubbe, den- 
tist, director, State Bank of West Pull- 
man; Lawrence F. Rau, wholesale pro- 
duce dealer and grower; Charles A. No- 
vak, real estate, director, State Bank of 
West Pullman; Joseph Minogue, 
general manager, Western Shade Cloth 
Company; Joseph M. Wyatt, Western 
Shade Cloth Company; R. F. Sampson, 
general agent, Reserve Loan Life. 


WIll Soon Be Ready 


The company will be ready to write 
insurance in a short time and the field 
will be actively organized. The per- 
sonnel of the company is a sufficient 
guarantee of its success. The company 


will have modern and liberal contracts 
atid will become an active factor in the 
field. 





NEW ONE DAY RECORD 





A. W. DAHLQUIST WRITES 147 





Equitable of Iowa Agent Uses No 
Newspaper Publicity or Appeal 
to Civic Pride 





Axel W. Dahlquist, agent for the 
Equitable Life of Iowa at Bellingham, 
Wash., on Jan. 6, established a new 
world’s record for number of applica- 
tions written in a single day. Mr. Dahl- 
quist wrote 147 applications for $195,000 
of insurance, 

The previous world’s record was held 
by Walter E. Gantner of Booneville, 
Mo., an agent for the New York Life. 
Mr. Gantner’s record was established 
Dec. 23 when he wrote 141 applications. 
The best record previous to Mr. Gant- 
ner’s was held by George Kellerhals of 
Mexico, Mo., an agent for the Kansas 
City Life, who secured 137 applications 
Nov. 4. 

Started at Midnight 


In establishing his record, Mr. Dahl- 
quist began work at midnight Jan. 5 and 
for four hours solicited in the farming 
community around Bellingham. Many 
of the first applications were signed by 
arousing prospects from their sleep and 
signing them in bed. Following this 
early start, Mr. Dahlquist took a short 
rest and after eating breakfast, was in 
his office from. six to ten o’clock in the 
morning. Many prospects came to his 
office during these hours, and he received 
their applications there. 

At ten o’clock he left the office and 
canvassed the downtown district of his 
city until 6 p. m. at which time he had 
secured 135 applications. It was at this 
time that the real strugele began, and 
with use of telephone, taxis, automobiles 
and fast walking, he continued his ef- 
forts until ten o’clock that evening when 
he stopped work with 147 signed appli- 
cations, This is an average of one ap- 
plication every nine minutes during the 
22 hours of effort. 

The gross annual premiums on the 
business _written in the day totalled $5,- 
095. This premium total will assist him 
greatly in qualifying for the 20-a-month 
club in 1926. The average size applica- 
tion was $1,227. 


Used Only Hard Work 


An interesting fact in connection with 
the record is that contrary to the usual 
method employed by agents in attempt- 
ing to break records, Mr. Dahlquist did 
not resort to newspaper advertising or 
any other method of arousing commun- 
ity support for his drive, and he did not 
only rely on the community pride appeal, 
as is often done. The secret of his 
successful accomplishment is contained 
in three brief words that were included 
in a telegram from his agency announc- 
ing that his attempt had been successful, 
‘just hard work.” 

Mr. Dahlquist is 37 years old and has 
been with the Equitable Life of Iowa 
for a little more than four years. He is 
connected with the Seattle agency of 
the company of which W. J. Daugherty 
and C, G,. Cole are agency directors. 





Illinois Bankers Hearing Still On 


J udge Louis Fitzhenry in federal court 
at Springfield, Ill., this week is hearing 
evidence in the contest of policyholders 
of the I!linois Bankers Life against the 
proposed reorganization of the company 
from an assessment to a legal reserve 
company. The action legally is a re- 
ceivership of the company and an in- 
junction against a meeting at which the 
proposed change is to be effected. 

Policyholders opposed to the change 
have organized a protective committee, 
the first act of which has been to secure 
nullifying proxies to defeat the reinsur- 
ance plan. Notices have been sent out 
to all policyholders asking them to nul- 
lify their previous proxies and issue new 
ones to the protective committee. 








TREND TO HIGHER PREMIUMS 





Secretary Laird of Connecticut General 
Tells General Agents of Pres- 
ent-Day Status 





HARTFORD, Jan. 14.—The trend of 
disability benefits is toward stricter 
underwriting and higher premiums, Sec- 
retary J. M. Laird of the Connecticut 


General Life told the general agents in | 


the two days’ conference in the home 
office. He pointed out that a year ago 
the company announced a more liberal 
disability plan, an increase in dividends 
to policyholders and a general reduc- 
tion in non-participating rates, action in 
line with the trend among good com- 
panies then, but based mainly on the 
company experience. In 1925 the mor- 
tality in most companies was again 
favorable, Mr. Laird said, and there has 
been a tendency in some quarters to 
lower the cost of life insurance issued 
without disability. 


Watching Disability Experience 


In part Mr. Laird said: 

“On the other hand, interest rates 
have dropped and disability claims have 
risen. So far as the Connecticut Gen- 
eral is concerned, we are watching our 
interest earnings, mortality rate and dis- 
ability experience from month to month 
but we see no reason at this time to 
change our non-participating rates or 
our disability program. Later on we 
may have to make an upward revision 
of disability rates but in the meantime 
we recommend contracts with full dis- 
ability coverage. 

“During 1925 the position of our 
mutual department has been further 
strengthened. For the year beginning 
June 1, 1926, the dividend schedule an- 
nounced a year ago will be continued. 


Premiums Governed by Experience 
“Our premiums in general are gov- 


erned by the actual experience of the | 


Connecticut General. The rate of in- 
terest depends on the current rate 
throughout the country and the ability 
of the home office to secure a higher 
rate than the average. The rate of ex- 
pense reflects changing conditions in the 
business and ¢he degree of economy 
throughout our organization. The rate 
of mortality and the rate of disability, 
although affected by the rates in the 
general population, are largely deter- 
mined by the selection of risks—a func- 
tion in which the honors are divided 
between the home office and the field. 

“The aim of the Connecticut General 
is to give broad coverage at moderate 
cost. In the selection of risks we are 
not seeking the lowest mortality of any 
company in the country. On the other 
hand, none of us wishes the Connec- 
ticut General to be known as a dumping 
ground for doubtful risks. We are try- 
ing to take a middle course which will 
enable us to sell insurance at moderate 
cost and at the same _ time extend pro- 
tection to the greatest number of ap- 
plicants. 


Disability on Different Basis 


“In the selection of risks, our liberal 
disability benefits differ from life in- 
surance and closely resemble health in- 
surance. In life insurance we are in- 
terested in the hazard of death. In 
disability we must consider the chance 
of a claim on account of injury, sick- 
ness or idleness. If the risk is sub- 
standard on account of history or phys- 
ical impairment, disability benefits can- 
not be granted.” 


Hart & Eubank Business 


NEW YORK, Jan. 14.—During the | 


year just closed the Hart & Eubank 
general agency of the Aetna Life at 
this citv wrote $81.000.000 of new busi- 
ness, $66,000,000 being ordinary and 
$15,000,000 group covers. 





JONES MAKES APPOINTMENTS 





President of the National Association of 
Life Underwriters Makes Assign- 
ments for the Year 





The National Association of Life 
| Underwriters has announced the stani- 
ing and special committees for the year, 
| President Frank L. Jones went over 
the talent very carefully and selected 
the committees after consultation with 
other officials. The committees are as 
follows: 

International Council—Ernest Ww 
Owen, chairman, Detroit, Mich.; John A. 
Tory, Toronto, Canada; Graham ¢. 
Wells, New York; Lyle Reid, Ottawa, 
Canada; John Henry Russell, Los An- 
geles; A. Macbeth, Regina, Canada. 

Law and Legislation—Henry J. Powe!l, 
chairman, Louisville; Wm. M. Furey, 
Pittsburgh; Fred M. Dickerman, Indian- 
apolis; H. R. Lewis, Union Central, 
Rochester; E. R. Putnam, Phoenix Mu- 
tual, Los Angeles. 

Publications—Ernest J. Clark, chair- 
man, Baltimore, Md.; Hugh D. Hart, New 
York; E. B. Hamlin, Cleveland. 

Cooperation With Trust Companiex— 
Edward A. Woods, chairman, Pittsburgh: 
Franklin W. Ganse, Boston; Graham C. 
Wells, New York. 

Local Association Practice—Wm. A. 
Searle, chairman, Haddonfield, N. J.; 
Otis W. Logan, Indianapolis; E. B. Ham- 
lin, Cleveland, 

Cooperation With the R & R Course— 
Elbert Storer, chairman, Indianapolis: 
Geo. W. Ayars, Los Angeles; Jos D. 
Bookstaver, New York. 

Salesmanship—John B. Duryea, chair- 
man, San Francisco; F. W. Heron, San 
Francisco; C. E. Blosser, Cincinnati; 
Roy H. Heartman, Des Moines; Clyde 0. 
Law, Wheeling. 

Educational Standards—Wm. M. Duff, 
chairman, Pittsburgh; Guy McLaughlin, 
Houston, Texas; C. C. Day, Oklahoma 
City; J. Stanley Edwards, Denver; Jos. 
D. Bookstaver, New York. 

Sub-Committee on Underwriters’ 
Status or on the Awarding of Certifi- 
eates—Guy McLaughlin, chairman, 
Houston, Tex.; J. B. Duryea, San Fran- 
cisco; C. A. Alder, Salt Lake City; C. C. 
Day, Oklahoma City. 

Sub-Committee on Scholarship Awards 
—Hugh D. Hart, chairman, New York; 
M. A. Nelson, St. Louis; Jos. D. Book- 
staver, New York; J. Stanley Edwards, 
Denver. 

On Resolutions—W. W. Winne, chair- 
man, Denver; Robt. L. Jones, New York; 
W. W. Williamson, Chicago, Ill; Neil 
D. Sills, Richmond, Va; Orville Thorp, 
Dallas. 

Relations With Other Organizations— 
Geo. A. Kederich, chairman, Brooklyn; 
John Dolph, Washington, D. C.; Chas. P. 
Bent, Los Angeles; Lawrence Priddy. 
New York; Dick Oliver, St. Louis; Paul 
F. Clark, Boston. 

Convention Arrangements—Frederick 
G. Pierce, chairman, Philadelphia; John 
Wm. Clegg, Philadelphia; Geo. E. Ott, 
Philadelphia; Frederick G. Woodworth, 
‘Philadelphia; E. J. Berlet, Philadelphia. 


Security Mutual Sales Conference 


The Security Mutual Life of Lincoln 
held a sales conference on Jan. 9 with 
President E. B. Stephenson and M. L. 
Palmer of the Aetna Life as the speak- 
ers. Production problems were pre- 
sented and analyzed. A class in sales- 
manship was conducted by Oak E. 
Davis, general manager, and others. The 
ten men who led in production in De- 
cember, 1925, were the guests of honor 
of the occasion, being dined in the eve- 
ning by Mr. Davis and given a theater 
party. They were F. S. Richards, Wy- 
oming; B. L. Baldwin, Oklahoma; W. 
H. Priest, B. C. Powers, H. A. Dillman, 
W. T. Peterson, A. R. Beach and C. R 
Ratcliff, Nebraska; E. C. Munsell and 
E. A. Frerichs, Kansas. Mr- Richards 
was given a gold medal for production 
leadership and $25 in cash for having 
the largest average policies of the month. 


Will Meet in Philadelphia 
The 1926 convention of the Mutual 


Life $250,000 field club will be held in 
Philadelphia, July 7. 
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INDIANA DAY CONVENTION 





Program for the Celebration Has Now 
Been Completed—Eminent Men 
Scheduled to Speak 





INDIANAPOLIS, IND., Jan. 13.— 
The final touches are being put on the 
program for Indiana Insurance Day at 
the Claypool hotel, Indianapolis, Jan. 
26. The luncheon clubs are planning 
for insurance programs during the week. 
A number of companies will have lunch- 
eons ‘for their men. Some changes 
have been made in subjects and a re- 
vised list of speakers has been made. 
Following is the program: 

Edward C. Stone, associate United 
States manager, Employers Liability, 
Boston, Mass. “Compulsory Automo- 
bile Liability Insurance.” 

Harry Curran Wilbur, Chicago, noted 
Financial and Industrial Consultant. 
“The Relation of Fire Insurance to 
Finance and Industry.” 

James Elton Bragg, Vice President 
Manhattan Life of New York. “Mod- 
ern Life Insurance Service.” 

Samuel R. McKelvie, ex-Governor of 
Nebraska. Principal Banquet Speaker. 

E. A. Collins, president of Insurance 
Advertising Conference and Assistant 
Secretary, National Surety. “What Does 
the End of the Month Mean to You?” 

D. J. O’Keefe, President Indiana As- 
sociation of Insurance Agents, Fort 
Wayne, Ind. “Insurers and Insurors.” 

Thomas S. McMurray, Jr., Insurance 
Commissioner of Indiana. “Insurance 
Department.” 

Alfred Hogston, Fire Marshal of In- 
diana. “The Fire Marshal’s Depart- 
ment.” 

Other speakers include Ed Jackson, 
governor of Indiana and John L. Duvall, 
mayor of Indianapolis. 





HOW BUSINESS STICKS) TWO FACTIONS FIGHT|HAD SUCCESSFUL YEAR 








Record of Companies That Have Been | 


Reinsured by the International 
Life of St. Louis 





The recent examination of the Inter- 
national Life of St. Louis by Missouri, 
Illinois, Kansas and Mississippi depart- 
ments is interesting in showing how the 
business of other companies that it has 
reinsured has persisted. It took over the 
Empire Life in 1911, which had insur- 
ance of $331,500. On Dec. 31, 1924, 
there was left $8,500. In 1912, it rein- 
sured the Great Western Life of Kansas 
City which had $15,337,778. On Dec. 
31, 1924, it had $7,494,547. The Tennes- 
see Life was taken over a year later 
with $2,294,184, there being left now 
$627,285. The Southern National had 
$96,500 when it was taken over, there 
being left $42,500. The California Na- 
tional had $1,728,948, there being now 
$394,139. The Jefferson Life had §$1,- 
155,000, there being left $309,000. The 
Cherokee Life was taken over partly in 
1915, there being $4,554,509, there being 
left $1,880,395. In 1919 the rest was 
taken over, there being $620,158, there 
remaining now $465,261. When the Em- 
pire Life of Atlanta was taken over 
there was $7,691,861, there being left 
now $2,097,138. The U. S. Annuity & 
Life of Chicago had $13,210,359, there 
remaining $8,473,286. The Reliable Life 
had $1,308,000, there being left $786,335. 
The National Life of Montana had $3,- 
521,775, there being left $1,849,969. The 
Gulf Coast Life had $4,125,250, there be- 
ing left $1,973,932. The latest company 
taken over was the Standard Life of De- 
catur, its insurance being $78,985,385. At 
the time of the examination no figures 
were shown on the amount of Standard 
Life business left. This makes total re- 








Alfred Clover and Louis Narowetz Are 
in a Struggle for Control of the 
Public Life 





The old fight in the Public Life of 
Chicago broke out again last week when 
Alfred Clover, the organizer of the com- 
pany and former chairman of the board, 
was arrested on a forgery charge. Louis 
Narowetz, the present chairman of the 
board, filed the complaint. It stated that 
Mr. Clover on or about Jan. 15, 1923, 
forged the name of Mr. Narowetz to 
stock certificates. Mr. Clover claims that 
as chairman of the board he had as much 
authority to sign the stock certificates 
as Mr. Narowetz, who was president. 

The Public Life came into prominence 
in November when five deputy sheriffs 
armed with a court order stormed the 
head office at 1400 Washington boule- 
vard, Chicago, broke down the doors 
and ousted the officers that were then 
in charge. Another set of officers being 
adjudged by Judge Foell to be the 
proper ones, was then installed. Mr. 
Clover was ousted as head of the com- 
pany at that time. A fight is on between 
the Clover and Narowetz factions, each 
endeavoring to secure proxies for the 
annual meeting Feb. 2. Mr. Clover de- 
clares that he has the majority of the 
proxies and that Mr. Narowetz through 
this charge of forgery is endeavoring to 
discredit him in order to have some of 
the Clover proxies revoked. 








insurance of $134,961,207, there being | 
left out of that, $105,459,672. On the 
same date the International Life had in | 
its other business not reinsured, $153,- | 
735,307, making a total of $259,194,979, | 
as of Dec. 31, a year ago. 


| 


SEE EFFECT OF REINSURANCE | CONTEST IS ON FOR PROXIES | 


| alone wrote $36,000,000. 





LARGE INCREASES RECORDED 





Philadelphia Companies and Agencies 
Report 1925 Was Biggest 12 Months 
in Their History 





PHILADELPHIA, Jan. 13.—Phila- 
delphia life insurance companies had 
the biggest year’in their history in 1925. 
The Penn Mutual Life, Provident Mu- 
tual Life and Fidelity Mutual all report 
a record business in new policies for 
the last 12 months. 

Encouraging Increases 


The Provident Mutual paid for $102,- 
482,728 in new business last year, ac- 
cording to the report of Vice-president 
Linton. This increased the total amount 
of insurance in force to $757,589,414. 
Total assets of the company will reach 
$173,500,000. The Fidelity Mutual, 
through Vice-president Sykes, reported 


| that the company wrote $51,101,054, in 


new business in 1925. This makes the 
total amount of insurance in force $318,- 
341,552. With the Penn Mutual the 
total amount of new insurance written 
last vear was $206,370,301, which in- 
creases the grand total of insurance on 
their books to $1,469,898,900. 


Agencies Made Records 


Large agencies representing outside 
life companies also report record-break- 
ing business here for the year. George 
Ott, representing the Equitable Life of 
New York, announces that his agency 
The Aetna 
Life agency, under W. R. Harper, did 
new business to the amount of $19,- 
000,000. The Travelers wrote $18,000,- 
000 and the New York Life agency 
$13,500,00. The Mutual Life did $12,- 


| 000,000 here. 





states. 
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HE Franklin has grown steadily in size, strength, and stability for forty 
years; and our field men have grown with us. 


We believe that we have as fine a line of life insurance policies as any com- 
pany, and as good a contract for the agent. 
modestly, we think we may possibly excel in certain particulars, and we are 
willing to give every assistance and information to the interested man who 
wants to find out whether we do or not. 


The Franklin is a non-participating company with $170,000,000 of busi- 
ness in force, and with a good deal of excellent open territory in nineteen 
If you are a life insurance man looking for an opening, or even if 
you have no experience but are willing to work and learn, we will give you an 
opportunity. 


Write to The Franklin Life at Springfield, Illinois. 


Frankly, and to state the case 
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SELLING AGENT HIS 
JOB, SUBJECT OF TALK 





Green Signal Club of Illinois Life 
Meets at Home 
Office 


McCORD IS PRESIDENT 





East Lynn Banker Heads Home State 
Production Club of Chicago 
Company 


The Green Signal Club of the Illinois 
Life. and representatives of the com- 
pany in the state of Illinois held their 
annual convention Jan. 9 at the home 
office of the company in Chicago. W. 
N. Stafford, manager of northeastern 
Illinois agencies, the retiring president, 
turned over the gavel early in the meet- 
ing to Frank P. McCord of East Lynn, 
Ill., the new president of the club, who 
qualified as the leading producer. He 
had not previously held the position. 
About 75 agents attended. 

Frank McCord is the first part-time 
man who has ever held this position. 
He is a banker at East Lynn, IIL, and 
said that his friends sometimes said to 
him: “Are you sure you are not an 
insurance man doing a banking business 
on the side?” 


Selling Agent His Job 


One of the best addresses on the pro- 
gram was given by Mr. Stafford on the 
subject of “Selling the Agent His Job.” 
Mr. Stafford emphasized the fact that a 
prospective agent should not be closed 
on the first interview. The manager or 
supervisor who is trying to enlist his 
services should wait until he has seen 
him a second or third time before sign- 
ing him up. This, however, merely 
emphasizes the importance of the first 
interview. lf he is willing to sign on 
the second or third visit, it means that 
he was strongly impressed the first time. 
The first impression is tremendously im- 
portant. If he is not pleased at first, he 
will make slighting remarks regarding 
the insurance business to his family, 
which will put him in a position where 
he cannot be closed later. 


Be Prepared in Advance 


The man who is endeavoring to bring 
another into the insurance business must 
be prepared in advance to put the prop- 
osition in a favorable light, said Mr. 
Stafford. If necessary he should numer- 
ate and memorize the points that he 
wishes to make. He should not think 
afterwards of all the things he should 
have said that would have interested his 


any other way, he should count them 
oft on his fingers. 


Qualifications of an Agent 


Before trying to persuade a man to 
enter the insurance business, the general 
agent or manager should get information 
about him: 1. His standing in the com- 
munity. 2. His reputation for ambition 
and hard work. 3. His character and 
habits. If he is lacking in any one of 
these he should be dropped immediately. 


Find Out Life’s Ambition 


He should then be asked a number 
of questions. One of these is: “Have 
you ever sold anything?” The principal 
object of this is to get him to give the 
presentation of whatever he has been 
accustomed to sell. This will give an 
idea on his ability as a salesman. A 
second question is: “Have you ever 
chosen a business which you would like 
to go in rather than any other busi- 
ness?” This will bring out the man’s 
chief ambition. It is much easier to fight 
this in the open than if he is harboring 
in his bosom an ambition to enter some 
other field about which you know noth- 
ing. lf he enters the insurance business 
without having this ambition replaced 
by a desire to make good in insurance, 
it will be a handicap. 

A third question is: “Is there any fu- 
ture in the business you are now in?’ 

Nine times out of ten he will answer 
“No” which gives the life insurance man 
an excellent opportunity. 


Show Confidence in Him 


One thing that is very important is to 
show confidence in the man’s ability. 
You must convince him that you have 
confidence in his ability to make a go of 
the insurance business, but this does not 
mean that the negative side should be 
neglected. He must also be impressed 
with the fact that the insurance business 
is hard work. This will cause many a 
lazy man to hesitate and no lazy men 
are wanted in the insurance business. 

Mr. McCord closes the interview 
with the question, “Did you select your 
business or did it select you?” He said 
that people spend a great deal more 
time choosing the car that they are going 
to buy next spring than they do in de- 
ciding the business in which they will 
enter. As soon as they get out of school 
they flop into the first job that comes 
their way. Mr. McCord said he be- 
lieves in looking for big men because 
they do big things. They are easier to 
handle and are more efficient in the de- 
tails of their work. 


Why Agents Should Report Daily 


D. C. Willey, manager of the Rock- 
ford district, spoke on “Why Each Man 
Should Report to His Manager Every 
Day.” He said he believes the manager 
should know where every man in the 
agency was every day and what he was 
doing. For this purpose he has worked 
out a daily work sheet. The agent must 
plan his work on it in the evening so 
that he will know where he is going the 
next day. The manager should see this 
report every day before and after he 








but is not getting interviews this shows 
he is weak on the approach and the man- 
ager can thus help him with that. When 
calls and interviews are high but sales 
are low, he is not strong on his selling 
and closing talks and the manager can 
centralize on that point. If the new 
man is reporting to his manager every 
day he will tell the manager his troubles 
and discouragements. If he is only see- 
ing the manager once a week, he will 
confide his difficulties to his friends out- 
side of the business, who will agree with 
him and say they have always heard 
that the life insurance business is a 
tough game. By the time the manager 
finds this out, he has become completely 
discouraged. 


Report at 8 A. M, 


The daily report gives the opportunity 
to the manager to eliminate the lazy man 
because you can quickly detect whether 
he is working or not. In Mr. Willey’s 
agency every man reports between 8 
a. m. and 8:30. The manager looks over 
his work sheet and goes out with those 
who need personal help. Every man is 
in the field by 9 o’clock. They all report 
back at 5. 

D. H. Doerfler, district manager of the 
Corn Belt Agency, said that new agents 
should have reputation for honesty and 
sobriety, common sense and voluminous 
work. He said he preferred fat men for 
agents because when they once find a 
prospect they will stick with it until 
they get to him. 

Getting Under Way 


In the afternoon session, a number of 
other agents were on the program. J. W. 
Miller spoke on “What the New Man 
Needs to Know.” Mr. Miller is special 
district agent for east central Illinois. 
L. E. Swank, agency supervisor of the 
La Salle county district, spoke on “Get- 
ting the New Man Under Way.” He 
said that he had found it better to start 
new men on the part time basis and 
when they have proven that they can 
sell insurance, they can go on a full time 
basis. The most important thing to 
keep the new man is the law of averages. 


He said: “You can do too much for a 
new man. Make him plan for himself. 
If you do not, he becomes dependent 
upon you. He will be weakened if you 


do too much for him.” 

In the afternoon L. W. Atkins, agency 
supervisor of the McHenry county dis- 
trict, spoke on “How Closely Should 
Territory Be Covered?” C. J. Shetzley 
spoke on “Value of a Fixed Goal.” Mr. 
Shetzley is district manager of the Lake 
omy district. 

. W. Stevens, president of the com- 
m5 introduced to the agents the new 
vice-president and actuary of the com- 
pany, J. F. Williams, who recently took 
office. He has been actuary of the Illi- 
nois insurance department. 

At the conclusion of the business ses- 
sions there was a dinner dance at the 
LaSalle hotel. Several entertainment 
and vaudeville acts were given and a few 
announcements made by Vice-President 
R. W. Stevens. The dinners and enter- 
tainments of the Illinois Life are al- 














prospect. If he cannot remember them | goes out. If the agent is making calls | ways especially diverting. 
= 
FIGURES FROM DECEMBER 31, 1925, STATEMENTS 

Total New Bus. Ins. in Gain in Prem. Total Pd.Policy- Total 

Assets Capital — a — Ins. in Force — Income — —— 
DEREREOD 64605094 eesenede . Uo! . eer : ‘svckewda. —deedeamhb DRED. diteaces dcieewee) anaeneba 
i Deere Oe one “seenee . OS ern 19,459,418 i CE, i ees gigeiemdic a «4 emmene 
Citizens, La. ...... 83,487 20,000 12,119 714,009 989,975 136,087 96,660 103,105 27,658 88,663 
Continental, Del. 7,877,352 652,350 1,090,760 13,473,718 62,165,672 8,663,857 1,739,363 2,130,525 525,054 1,157,944 
Equitable, Ta. aeebe 67,665,724 700,000 4,079,278 66,354,075 424,243,948 40,654,399 13,537,963 17,653,975 5,673,855 9,519,871 
i. i Cvchs shakense GAeeGeee weenuae DOE GOUeEECEED GUUIOUIOD scscasce cucceees Kebeeses Veeneeen 
Franklin Life...... 19,541,951 100,000 912,917 36,632,919 175,489,299 15,095,744 4,923,432 6,016,108 2,397,961 4,319,718 
Gen. Ins. Guar. Fd DG? chigesn) AeaSSile ASEAN EE:. SObebticbes AGBeabees aenawiasns  . an 6,454 
PN crck. A6heeees S65be0eR o0doeeur 66,842,589 i ee stnegh CGCREESE SO0heees extean tee 
i i Cie elias ee aeee, sateen ee ee Ce . nics gececaee e6heeene “dhnwues 
Mass. Sav. Bk. Life Senet - «xsssene 244,125 6,222,912 38,105,250 6,345,367 1,148,267 1,356,874 525,575 603,822 
Midwest, Neb. .. 3,318,623 200,000 429,698 3,400,000 22,123,238 981,901 596,431 774,492 DT ‘essiebene 
Minnesota Mut. ... 13,693,731 ........ 1,031,458 33,237,679 121,845,655 14,691,857 3,548,916 4,345,908 1,975,972 3,259,178 
Natl. Guardian 3,488,058 100,000 44,7 7,323,305 31,238,791 4,225, 974 935,001 1,143,789 254,124 582,803 
N. Amer. Reassur.. 3,627,264 1,000,000 1,018,849 43,855,200 52,799,500 40,603,200 ........ Fo: rrr 560,43 
Northwestern Nat.. 21, 650, Dee -évacueks 55,529 42,221,166 212,399,698 17,033,027 5,858,986 7,116,969 2,491,556 4,524,805 
CC Senwwd Mie ianee e0beedes: .obasdand 98,000,000 Ce Ce) caciieen eine vded abet we. - cana eames 
Provident Mut. ...174,291,000 ........ 12,230,000 102,483,000 757,589,000 52,233,000 27,010,000 37,012,000 16,640,000 22,383,000 
Secur. Mut., Neb.. 3,300,000 ........ 497,810 5,800,000 22,000,000 1,500,000 675,000 900,000 See Assenens 
Service Life, Neb.. 304,184 150,000 44,026 297,211 321,091 289,666 473.114 537,128 82,171 431,611 
Southwestern ..... 19,788,503 1,000,000 1,518,502 48,924,824 182,964,019 25,099,970 4,751,241 6,026,504 1,443,918 3,192,602 


INTEREST IN FIGURES ~ 
ON 1925 PRODUCTION 


Results for Year That Has Just 
Closed Were in Most Cases 
Highly Satisfactory 


COMPANIES MAKE GAINS 


Returns Show That the Various Life In- 
surance Offices Came Out With 
Substantial Advances 





The Northwestern National Life of 
Minneapolis in its new statement shows 
assets, $21,650,980, surplus, $1,255,529, 
increase in assets, $2,648,507, insurance 
in force, $212,399,698, increase, $17,033,- 
027, interest earned on investments, 
$5.54; mortality ratio, 40 percent; new 
business paid for $42,221,166. There was 
paid to policyholders and beneficiaries 
last year, $2,491,557. 

Continental Life of Delaware 


The Continental Life of Wilmington, 
Dei., in its annual statement shows as- 
sets, $7,877,352, capital, $625,350; surplus, 
$1,090,760; new insurance, $13,755,027; 
gain, 18 percent; insurance in force, $62,- 
165,672, gain 16 percent. The net in- 
crease in amount of insurance in force 
is $8,663,000. The liabilities are 78 per- 
cent of the assets. This makes a very 
gratifying showing for this sterling com- 
pany. It is moving along in splendid 
shape. » 

Reliance Life 


The Reliance Life of Pittsburgh es- 
tablished a new record in paid for busi- 
ness in 1925 with $72,819,000, exceeding 
its previous high mark of $72,758,556 es- 
tablished in 1920. The records for one 
month production and one day produc- 
tion were also broken in December. 
The company paid for $10,737,634 in 
December, exceeding the previous record 
month of June, 1920, by more than $3,- 
000,000. The record production for one 
day was set Dec. 31, 1925, when $2,145,- 
593 was written. The company’s writ- 
ten business for the year amounted to 
$101,742,636, of which over 72 percent 
was paid for. In addition. $54,867,050 
of accident insurance and $183,003 of 
weekly health premiums were paid for. 
At the close of 1925 the company’s life 
insurance outstanding amounted to 
$322,818,395. 


Minnesota Mutual 


An increase of approximately 14 per- 
cent in written business in 1925 was 
made by the Minnesota Mutual Life, 
according to a summary of the year’s 
business just issued. Total business in 
force at the close of 1925 was $121,845,- 
655 against $107,153,808, an increase for 
the year of $14,691,847. 

Assets of the Minnesota Mutual are 
in excess of $13,500,000. The average 
amount of the policies written in 1925 
was nearly $3,000. 

Reflecting the improved conditions 
in the northwest, the Minnesota Mu- 
tual’s business in this section increased 
28 percent. 

“Life insurance is a good barometer of 
the financial condition of the people,” 
said President E. W. Randall. “It is 
well known that when conditions are 
good more life insurance is bought than 
at other times. The unusual life insur- 
ance business done during 1925, is 
therefore, a fair weather signal.” 


John Hancock 


The John Hancock Mutual Life in 
1925 wrote $213,000,000 of ordinary busi- 
ness, as compared with $184, 000,000 in 
1924, increasing its ordinary insurance 
in force by $131, 000,000. In the indus- 


trial department in 1925 its paid for pro- 
was $171,000,000; in 


duction 1924 the 
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figure for the industrial business was 
$154,000,000. The increase in industrial 
insurance in force in 1925 was $68,000,- 


0. 

The Provident Mutual increased its 
insurance in force by $52,233,000, paying 
for $102,483,000 in 1925, as compared 
with $96,173,000 in 1924. 

The Pacific Mutual wrote $98,000,000 
as compared with $87,240,477 in 1924. 
The increase in insurance in force was 
$49,000,000. 

Guaranty Life 

The 1925 statement of the Guaranty 
Life of Davenport shows that the com- 
pany in five years has doubled the 
amount of insurance in force, passing 
$34,000,000 this year, the most prosper- 
ous in its history. Gross assets are 
$3,323,787.72. In 1910 the company had 
insurance of $2,094,115 in force; in 1920, 
$17,206,182, and last year the total was 
$34,302,570. The company expects to 
pass the $50,000,000 mark this year. 
Three states—Texas, Colorado and Flor- 
ida—were opened by the Guaranty last 
year and it is now operating in 11 states. 


Illinois Life 


The Illinois Life has issued its pre- 
liminary statement showing business in 
force $167,000,000, increase $10,000,000; 
assets $29,250,000; increase, $2,750,000; 
total income $6,000,000. Its capital, 
surplus and special funds amount to 
$6,000,000. 


Connecticut Mutual 


The Connecticut Mutual shows new 
paid-for business last year $104,169,585, 
increase, 25.7 percent. The insurance in 
force is $608,808,000, increase, $67,539,- 
000, or 64.8 percent of the entire new 
paid-for business for the year. Decem- 
ber was an unusually good month for 
new business, there being $13,832,175 
paid for, being an increase of 28.2 over 
December, 1924. 


Cleveland Life 


The Cleveland Life has issued its an- 
nual statement having closed 19 years 
of successful corporate existence. Presi- 
dent William H. Hunt has built up a 
very sound and substantial institution 
He has individualized the company and 
has built around it every possible safe- 
guard. President Hunt believes in finan- 
cial strength in connection with life in- 
surance. 

The outstanding features of the state- 
ment of the Cleveland Life are: 


Insurance volume............ $37,259,193 
a a ee ee late 1,471,132 
. widhidiata nck s eines ue 6,723,724 
ek eee 720,958 


At the end of 1925 the net 
legal reserve as fixed by the 
Ohio department was..... 

Other reserves in anticipation 


5,467,166 


of special policy provisions 335,783 
Capital, surplus and special 
funds aggregate........... 834,141 


The company’s invested assets earned 
during 1925—6.54 percent interest. It 
has had no investment losses. 

Service to policyholders is shown in 
the payment of death claims and other 
policy obligations since 1909 amounting 
to $3,383,706. 


Guardian Life 


The final accounting of the 1925 paid- 
for production of the Guardian Life 
shows that the first estimate fell far 
short of the mark by several hundred 
thousand dollars. The new business fig- 
ure of $66,500,000 is now shown to be 
$66,824,589, a further gain of $324,589, 
making the percentage of increase over 
1924, 50 percent instead of 46 percent. 
The insurance in force of the Guardian 
Life shows an increase of $41,272,579, 
bringing the total insurance in force up 
to $291,451,709. 


New York Life 


Preliminary statement of the New 
York Life discloses new paid for busi- 
ness of the company last year, exclusive 
of dividend and other additions to have 
been $844,000,000 on Dec. 31. 

In 1925 $102,482,728 in new paid for 
business, an excess of nearly $6,000,000 
over the record of the previous year. Its 
total business in force Dec. 31 was 








SUCCESSOR NOT NAMED 





BLACKBURN STILL IN CHARGE 





Executive Committee of American Life 
Convention Meets in Chicago to 
Discuss Various Questions 





A meeting of the executive commit- 
tee of the American Life Convention 
was held in Chicago last week at which 
it was decided to hold the next meeting 
of the medical section of the convention 
at Colorado Springs, Colo., on June 7. 
The regular meeting of the organiza- 
tion as a whole will be held in Detroit, 
Mich., the week of Aug. 30. No suc- 
cessor to Thomas W. Blackburn, sec- 
retary of the convention, who hopes to 
be able to retire from the service this 
year, was elected. Several likely can- 
didates were considered and discussed 
at length, but no conclusion was reached. 
It is the desire of the American Life 
Convention to name a successor to Mr. 
Blackburn as soon as possible as it will 
take the new man some time under 
Mr. Blackburn’s direction to familiarize 
himself with the details of the office. 


Planning Move to St. Louis 


Plans for moving the headquarters 
of the convention from Omaha, Neb., 
to St. Louis, Mo., began to take defi- 
nite shape at last week’s meeting. H. B. 
Arnold of the Midland Mutual, George 
Graham of the Central States and T. W. 
Blackburn were appointed a committee 
with power to make leases for the new 
office headquarters in St. Louis. The 
move from Omaha to St. Louis may 
be completed before the next annual 
meeting. 

It was decided to levy an assessment 
of $3 a thousand this year which is a 
reduction of 50 cents a thousand below 
last year. 

Mr. Blackburn left Chicago last week 
for Washington on official business after 
which he will spend a vacation of sev- 
eral weeks in Europe. 


NO CHANGE IN CONTROL SEEN 





Expected That James R. Duffin Will Be 
Reelected President of the Inter- 
Southern Life 





LOUISVILLE, KY., Jan. 14.—The 
annual meeting of stockholders of the 
Inter-Southern Life will be held Jan. 20. 
A number of new directors were elected 
a few weeks ago to bring the board up 
to full strength following the recommen- 
dation of the committee of insurance 
commissioners working with Commis- 
sioner Saufley of Kentucky. The Inter- 
Southern has carried out the suggestions 
of the commissioners. It is thought that 
the directors elected a few weeks ago 
will be reelected. While there has been 
some talk as to a probable change in 
management, the general opinion pre- 
vails that President James R. Duffin 
will remain in the saddle. If given time 
and proper support it is felt that Presi- 
dent Duffin will be able to shape up the 
company along better and bigger lines. 


Will Hold Meeting in Chicago 

John William Clegg, chairman of the 
executive committee of the National 
Association of Life Underwriters, has 
called a meeting of the executive com- 
mittee to be held at the Drake Hotel 
in Chicago, Feb. 5-6. This is the first 
time that the mid-year meeting has been 
held in Chicago. 





757,589,414. Surplus distribution to 
policyholders for the year totaled $4,- 
767,870. 

The Minnesota Mutual as of Dec. 31 
showed assets, $13,693,731, net surplus, 
$1,031,458, new business, $33,237,679, in- 
surance in force, $121,845,655. 


LIFE INSURANCE 


EDITION 








Not a Catch-Penny Ad! 


N Eastern mutual life insurance company 
inserts this advertisement in an effort to 
establish contact with a man capable of acting 
as their General Agent or Agency Man- 
ager in 


Boston, Mass. 


and surrounding territory, where they have 
no agency at present. 


This offer is unusual because of—(1) the 
company, (2) the liberality of the contract 
they are willing to give the right man, and 
(3) the keen desire of the Home Office 
Officials to have the appointee succed. 


If you are interested in learning the details of 


this interesting general agency vacancy, write 
—in confidence— 


Address Q-57, 


Care The National Underwriter. 



































THE ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


Strong and Progressive 








\"*\ 


Over— $19,000,000.00 


Insurance in Force— 


Over — $1 38,000,000.00 




















A. C. Tucker, President 
D. C. Costello, Secretary Wm. Koch, Vice Pres. 


Paid to Policyholders— aisitt 
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THE NATIONAL UNDERWRITER 








Connecticut General News 


Hartford, Conn. 
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Four Out of Every Five 
Include Disability Protection 


Prolonged total disability may 
create financial losses more serious 


than death itself. 


That is why Connecticut General 
agents make it a rule to offer dis- 
ability protection with life insur- 


ance, 


Four out of every five life insur- 
ance policies issued: last year in- 
cluded waiver of premium 


monthly income payments. 


and 


For complete coverage rates write 
Connecticut General Life Insurance 


Company, Hartford, Conn. 
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te fieldmen of 600% 
some sections it ran as high as 3000%. 


The Prospect Bureau is one reason why a good many of the better 
producers are casting their lot with us. 
brought with him an agency organization of nearly three 


T. LOUIS HANSEN, Vice-President 


Fieldmen Profit by This 


N 1924 The Guardian’s Prospect Bureau yielded an average profit 
im commissions over their investment. In 


Let us tell you the whole story of what The Guardian is doing te 
better the fieldman’s success. Address, 


THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 


Founded 1868 under the Laws ef the State of New York 


58 UNION SQUARE, NEW YORK 
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OUR NINETY-FlisT BIRTHDAY 


Ninety-one years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now exist- 


The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 





New England Mutual Life Insurance Company 


of Boston, Massachusetts 


—="_ 





CORNHUSKER AGENCY OF THE BANKERS 
LIFE IN IOWA MAKES FINE PROGRESS 





I. FRASER is manager of the 
Cornhusker agency of the Bank- 
ers Life of Iowa at Lincoln, 
Neb., which succeeded in winning 10 
out of a possible 11 silver shields in the 
agency gains contest, regional district 4 
of the company. The Cornhusker agency 
has been in exisicnce but a short time. 
Three years ago Mr. Fraser took charge 
of a small territory south and west of 
Lincoln, Lincoln being open territory in 
which he could work, chengh it was in 
charge of another man. He did not have 
a single agent at the start, but in the 
first year the agency succeeded in sell- 
ing about $700,000 of business. In 1924 
the company sold about $1,300,000 of 
business and in 1925 approximately $3,- 
000,000 of paid-for business. 


Works With New Men 


Mr. Fraser tries to get men who have 
a vision and who want to succeed. He 
trains them himself by going out into 
the field with them day after day, help- 
ing them to find prospects and to close 





WwW. I. FRASER 
Manager Cornhusker Agency 


the cases, and discussing the work in the 
evening after they are through. He 
works on a 50-50 basis, giving the new 
agent half the credit and half the com- 
mission, and retaining the other hall. 
He conducts two schools of instruction 
each year in which he teaches the men 
the fundamental principles of life insur- 
ance, the best policies to meet the needs 
of the different kinds of men, and par- 
ticularly the value of life insurdnce to 
the policyholders. 


Opposed to Twisting 


One noteworthy point is that he 
stresses the fact that life insurance is 
greater than any company and that un- 
der no circumstances should life insur- 
ance be sold in the agent’s own com- 
pany if that is going to cause the cancel- 
lation of the policy of another company. 
In response to a question as to whether 
he would not advocate the selling of a 
policy more fitted to the customer’s 
needs, even though it required the can- 
cellation of an ill-fitted policy in another 
company, he emphatically replied that 
he would not. He said that a legal re- 
serve policy on which a man has paid 
one or more premiums is the best pol- 
icy for that man, no matter what com- 


‘pany it is in or what kind of policy. it 


may be. If the policyholder wishes a 


policy changed to some other form, then 
the agent might show him how it could 
be improved and help him to take it up 
with the company in which he already 
has the insurance, but under no circum- 
stances should he sell the man insur- 




















ance if it is going to cause the lapsation 


of a legal reserve policy in any com- 
pany. 
Advocates Good Texts 

Mr. Fraser tries to get the men in his 
agency to study. He urges them to buy 
books such as Duryea’s “What to Say,” 
Carl Slough’s “Life Insurance Sales- 
manship,” the Diamond Life Bulletins 
and other works that will fit them to be- 
come better salesmen. 
_ This is the first year that the territory 
in which the Cornhusker agency oper- 
ates has had a gold medal man, one 
qualified for the Bankers Life gold 
medal club. It is also the first year that 
any one in the agency has qualified for 
the national school of instruction held 
by, the company. The agency is devel- 
oping rapidly, and Mr. Fraser says that 
its organization has only begun and that 
he expects to be selling $1,000,000 a 
month before very long. 


INCREASE IN TAXES 
ON INSURANCE SEEN 


(CONTINUED FROM PAGE 1) 


1915. It also indicates the sum spent 

for ‘service to policyholders through 

state insurance departments has not 

kept pace with the increase in taxes: 
Ratio Increase of Spe- 
cial Taxes and Insur- 
ance Department Ex- 
penses from 1915 to 

os 


Taxes Expenses 
Percent Percent 
tn wiéidewds «kun wae 100.0 100.0 
as tai tr ds Ratan a a 106.8 93.8 
REN SERRE «eee 118.7 103.0 
PR ere 137.2 101.1 
a ee 164.6 111.0 
I) eb acd Se diate toes 191.2 127.6 
2 Atisscssanhie ae 221.8 139.6 
A eee 217.8 149.2 
SS eich h iia wialaiek ee wane 244.6 153.9 
277.5 172.2 


*These ratios are based on data for 46 
states and the District of Columbia. No 
figures for Louisiana were available. The 
Pennsylvania statistics received covered 
only the years 1922, 1923 and 1924 so 
were not included. 


Less Than 4% for Policyholders 


A tax equal to one-tenth of 1 percent 
of the premiums collected last year by 
all types of companies would have paid 
the expenses of operating all our state 
insurance departments and still have left 
a surplus of nearly $1,000,000. Premium 
taxes alone, exclusive of the other types 
of special imposts, were not infrequently 
20 or 25 times as large. As a result, it 
is not surprising to find throughout the 
entire nation over 25 times as much was 
collected from policyholders as the states 
actually spent in providing service for 
them. To express it in another way, out 
of every dollar paid by the policyholder 
in special taxes, 3.82 cents was expended 
in his behalf. The balance went for 
other state purposes with which the pol- 
icyholder was no more directly concerned 
than any other citizen. 

As time goes on, the tendency to 
make special insurance taxes a source 
of general revenue becomes more preva- 
lent. We find in 1924, in spite of a gen- 
eral increase in the volume of special 
insurance taxes, 33 of the 48 jurisdic- 
tions for which data are available showed 
decreases in the percentage of moneys 
spent for service to policyholders. For 
the country as a whole, the proportions 
have been growing less and less since 
1915. The following percentages based 
on data from 47 states and the District 
of Columbia are evidence of this ten- 
dency. 


Percentage Spent for Service 


BORD 0000 cer vabenecsesseedenessoes 6.48 
SEE S6ctdeesateervevendcoeeneeeces 5.69 
. - MERE LOLULIL LLC LC CLT eT TT ee 5.62 
BOGE coveceeccccessececetoseseuess 4.78 
BOE Sonccceseuecsececcesostscvene 4.37 
BOOP cccewcedcccecccececesetcesees 4.33 
MEE secveuedneden cueneeenssuadene 4.08 
BGR ccvcccccsesvecseccosecnsceses 4.37° 
BOSS ccccccveccesescccccccccccaces 3.87* 
BEE cccccscccccssocovececceccsess 3.82° 





*Pennsylvania figures included. 
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SALES POSSIBILITIES 





BUSINESS POLICIES WANTED 


Agents Find Many Corporations Good 
Prospects for Life Insurance 
Covering the Key-Men 


NEW YORK, Jan. 14.—In addition 
to being a record-breaking year for the 
sale of ordinary life insurance policies, 
1925 proved a banner year for those 
agents specializing in business life in- 
surance to protect the executive and 
management factors of business. The 
demands for this line of protection have 
‘been increasing to such an extent dur- 
ing the last few years that the wide- 
awake agents have been investigating it 
and taking advantage of the sales 
potentialities offered. 

According to general statistics, 40 per 
cent of all business failures in the 
United States result from the death of 
owners or partners because no adequate 
provision has been made against such 
an occurrence. Under usual conditions, 
it has been found, the death of an owner 
or partner effects an immediate dissolu- 
tion of the firm. In the case of a one- 
man concern, the dependents usually 
lack the experience and ability neces 
sary to carry on the successful conduct 
of the business. 


Crisis Results in Ruin 


Creditors often take advantage of 
such a crisis, and force the dependents 
to sell out at a ruinous price or lose 
everything. In the case of a partner 
ship, the law insists that firm assets be 
converted into cash without undue delay 
for payment of joint accounts. Settle- 
ment is then made on the basis of a 
dead concern, rather than on a going 
one. 

In many instances, the particular abil- 
ity, financial standing, brains or tech- 
nical skill of one man or several men 
constitute the moving spirit of the cor- 
poration. In such cases, where death 
of one might not mean a dissolution of 
the business, yet such an enormous 
financial loss may be entailed that the 
corporation’s future may be crippled or 
impaired. Here is where business in- 
surance has been found so valuable as a 
relief from financial loss or embarrass- 
ment through the curtailing of credit. 


Life Insurance the Answer 


It has been rightly said that every 
successful business is only the length- 
ened shadow of some man, and every 
business is built up and safeguarded 
through the brains or talents of one or 
more individuals. The loss through 
death of these assets can be replaced 
only by substantial business life insur- 
ance, 

Bankers have been brought to realize 
the vital necessity of such coverage on 
the key-man or key-men of an institu- 
tion, and are now insisting more than 
ever that borrowers insure their lives 
for the protection of the loan. In both 
business and personal loans, it has been 
found, the chief collateral is the bor- 
rower’s character and his determination 
to repay the loan. The greatest hazard 
is death, and life insurance is the only 
means available in most cases to relieve 
that uncertainty. 


Sales Arguments Used 


The chief advantages which agents 
have found it possible to use as sales 
arguments for this coverage are as fol- 
lows: It is a financial investment with 
high cash and loan values; creates a 
sinking fund; guarantees continuance of 
business; relieves worry; provides re- 
tirement fund for officers who must 
some day leave the business because of 
old age or disability; stabilizes bank 
credit. It also serves the family of the 
deceased and the stockholders if any, in 
addition to the surviving partner or 
partners. 


The Pilet Life of Greensboro, N. C., 
has been admitted to Arkansas 
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—_— 
JAMES W. STEVENS, Founder 


The Ideal Agency Officer 


HE ideal agency officer is one who knows his 
" company from the ground up—thoroughly knows 

and has confidence in his superior and fellow 
officers, and having this information and this intimate 
acquaintance is willing to stand by that company and 
those officers just as loyally and steadfastly as though 
he himself was personally and solely responsible for 
every existing condition and every action taken. 


He must be a sincere man, a man who in his deal- 
ings with agents has the ring of sincerity and fair 
dealing, showing equal favor to all and unequal oppor 
tunities to none. 


He must be deeply appreciative of the difficulties 
which confront the man behind the rate-book, and 
from the well of his own practical experience and 
knowledge be able to counsel wisely and advise in- 
telligently on all the multitude of big and petty 
problems and disputes which are forever coming up 
im an active agency organization 


He must be a man of quick and positive decisions, 
and his oral promise once given must be as binding 
as though reduced to writing 


He must be intimately acquainted, but not grossly 
familiar, with his agents. 


He must be big enough to frankly acknowledge such 
mistakes as he may make, to take upon his own 
shoulders a great part of the blame for an agent's 
lack of success, and so constituted temperamentally as 
to be burdened without irritation with the thousand 
and one little complaints and troubles of the men 
who compose the agency organization. 


In brief, the successful head of an agency depart 
ment is the “Little Father” of the organization, and 
npon his patience, forbearance and good counsel, and 
the degree of respect and confidence he enjoys of the 
men under him, depends the success and the strength 
of the producing force. 


From address of R. W. Stevens, President, 
Illinois Life Insurance Co., Before Life 
Agency Officers Association, Chicago, 
November, 1925. 


Illinois Life Insurance Co. 


CHICAGO 


JAMES W. STEVENS, Founder 


Greatest Illinois Company 
1212 Lake Shore Drive 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 
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CONTINENTAL LIFE INSURANCE COMPANY 
WILMINGTON, DELAWARE 
PHILIP BURNET, President 


EIGHTEENTH ANNUAL STATEMENT 
December 31, 1925 


Assets - - = = = = = = $7,877,352 


128% of liabilities 


Liabilities - - - - - = = 6,134,242 


Only 78% of assets 





Excess of Assets }<spitel $ 652350/ $ 1,743,110 
28% more than liabilities 


New Insurance - - - = = $13,755,027 
A gain of 18% 
Insurancein Force - - - - $62,165,672 


Net increase 16% 











AMERICAN LIFE 
REINSURANCE CO. 


OFFICES 


DALLAS, Home Office Building 
CHICAGO, 29 S. La Salle St. 

















Prompt Service From Both Offices 
Maximum Security to Treaty Holders 








A. C. BIGGER FRED D. STRUDELL MORTON BIGGER 
President Vice-President Secretary 
Cc. W. SIMPSON BERT H. ZAHNER 
Medical Director Chieago Manager 


TO HAVE AMENDMENT 


INVOLVES GROUP INSURANCE 





Superintendent Beha of New York Has 
Conference With Main Com- 
panies Writing This Class 





NEW YORK, Jan. 14.—Following a 
recent hearing before Supt. J. A. Beha 
and attended by representatives of the 
Metropolitan, Aetna Life, Equitable of 
New York, Travelers, Prudential, Con- 
necticut General and other group 
companies, an amendment to the New 
York insurance law will be offered in 
substance as folows: 

“No domestic life insurance company 
shall issue any policy of group insur- 
ance, the premium for which for the 
first year of insurance shall be less 
than the net premium based on the 
American Men ultimate table of mor- 
tality, with interest at 3% percent per 
annum, plus a loading, the formula of 
the computation of which shall be deter- 
mined by the superintendent of insur- 
ance. A foreign life insurance company 
which shall not conduct its business in 
accordance. with this requirement shall 
not be permitted to do business in 
this state. Any such policy may, how- 
ever provide for a readjustment of the 
rate at the end of the first year of 
insurance and may make such adjust- 
ment retroactive as of the beginning 
of the first year of insurance.” 


ROSES AND CONGRATULATIONS 

Vice-President T.° Louis Hansen of 

Guardian Life is Recipient of 
Many Good Wishes 





NEW YORK, Jan. 13.—Today is the 
30th anniversary of the connection of 
Vice-President T. Louis Hansen of the 
Guardian Life with that company and 
the air in his office is heavy with roses 
and other floral tributes which occupy 
all available space. He is being inun- 
dated with telegrams and letters of con- 
gratulation. Way back in 1896 a young 
man went into the employ of the com- 
pany in its actuarial department at a 
salary of $35 weekly. Adding up col- 
umns of figures seemed to be about all 
he had to do. But it was not long be- 
fore he began to be interested in the 
selling end of the business and while 
he was 14 years in the actuarial depart- 
ment, he developed such ability in 
agency work he was made assistant to 
the vice president with agency duties. 
He soon became superintendent of 
agents, then agency manager and vice 
president and then executive vice presi- 
dent. 

The thorough knowledge of the tech- 
nical end of the business possessed by 
Mr. Hansen undoubtedly contributed 
much to his success in the underwrit- 
ing end of his company’s ebusiness. His 
tireless activity and ceaseless zeal made 
his work noteworthy indeed. His strong 
personality and intimate ‘understand- 
ing of human nature have enabled him 
to build for the Guardian Life a field 
organization which constitutes an un- 
listed asset of his company of the great- 











est value. 

















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
we opportunity for liberal contracts covering definite territory with 
_ Home Office registry and with power of appointment of sub-agenta. 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 
Addrese 








ERNEST C. MILAIR, Vice-President and Secretary J 








CHANGES ANNOUNCED 


PRUDENTIAL MAKES SHIFTs§ 





Appointments in Executive Staff and 
Promotions of Men Who Have Been 
Identified With Company 


NEWARK, N. J., Jan. 14.—Five 
changes in the administrative offices of 
the Prudential, two of them involving 
members of the executive staff, have 
‘been announced. Fred K. A. Bowie, 
who hasbeen vice-president and treas- 
urer, was elected vice-president in 
charge of securities and accounts, while 
R. H. Bradley, hitherto manager of the 
bond department was chosen treasurer, 
Henry C. Thompson, for several years 
associate comptroller, was elected comp- 
troller, an office that has been unoccu- 
pied since the death of Vice-President 
Wilbur S. Johnson, several months ago. 
Lester E. Wurfel, who has been super- 
visor in the real estate department, was 
made an assistant secretary. The direc- 
tor also designated as an executive 
secretary George H. Chance who ha 
been secretary to President E. D. Duf- 
field. The board reelected four direc- 
tors for the term of four years. They 
were, Edward Gray, Edw. Duffield, 
Felix Fuld and Albert C. Wall. 


NATIONAL CONVENTION PLANS 





Philadelphia Association Selects Execu- 
tive Secretary and Sponsors Sav- 
ings Clubs to Provide Funds 





Preparations continue to go on apace 
for the big convention of the National 
Association of Life Underwriters in At- 
lantic City Sept. 15-17. The latest move 
is the selection of an executive secretary 
for the Philadelphia association under 
whose auspices the convention will be 
conducted. At a meeting of the execu- 
tive committee, Henry N. Chubb was 
chosen following the unanimous recom- 
mendation of the committee on selection 
of an executive secretary of which 
J. C. Staples, Pacific Mutual, 
was chairman. Associated with him 
were J. W. Clegg, Penn Mutual, immed- 
late past president of the National as- 
sociation; Paul Loder, Provident, past 
president of the Philadelphia associa- 
tion; Neils M. Olsen, John Hancock, 
and A. Paul Shalet, Mutual Life. For 
the next few weeks Secretary Chubb will 
have his headquarters intermittently 
with Frederick G. Pierce, Connecticut 
General, president of the Philadelphia 
association and general chairman of the 
National association convention com- 
mittee, and Neils M. Olsen, financial 
secretary of the local association. Per- 
manent headquarters will be established 
about Feb. 1 in the Penn Mutua! home 
office building, through the courtesy of 
executives of that company. 


Convention Savings Clubs 


The National association is sponsoring 
a convention savings club which was 
arranged by the local committee of the 
Philadelphia association in charge of the 
Atlantic City convention. This commit- 
tee will assist in the organization of 2 
similar club in any local association. 
The idea is simply to help the individual 
underwriter in each local association to 
begin saving now for the meeting next 
September at Atlantic City. As pointed 
out by a letter from President Frank L. 
Jones, the agents would find a way to 
have the prospect raise money to pay 
the first year’s premium if he should 
indicate a strong desire for insurance. 
Nearly every life underwriter wants to 
attend the National convention and a 
simple plan of budgeting his expenses 
so that he can take care of this trip is 
the proper method to use. E. J. Berlet, 
chairman of publicity of the National 
association convention, at 910 Franklin 
Trust building, Philadelphia, is promot- 
ing the plan. 
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BUSINESS MEN OFFER 


VIEWS ON INSURANCE 


Tell Why They Built Up Large | 
Estates Through | 
Policies 


ADDRESS LINCOLN AGENTS 


Establishing Credit and Guaranteeing 
Income to Families Are Two Points 
Stressed by Speakers 


| tice of that profession gave me prompted | 


LINCOLN, NEB., Jan. 13.—Reasons 
why they built up life insurance estates 
were related to the Lincoln Life | 
Underwriters’ Association at the Janu- | 
ary meeting by F. E. Coatsworth, head 
of a large incubator manufactory, Claude | 
S. Wilson, a successful attorney, and | 
J. C. Seacreast, publisher of the “State | 
Their comments in part were 


Journal.” 
as follows: 

“I took my first policy in my 26th | 
year,” said Mr. Coatsworth. “I now) 
have some 40 policies. Two of those | 
taken out lapsed, or rather one com- | 
pany went dead on me and the other | 
was underwritten by another. When I | 
started in life I had to work my own | 
way. I had no one to give me either 
education or place. I made possible my | 
own education. I sold papers on the, 
streets when a boy. When I reached 
man’s estate and began business life | 
I found out that I had to have some 
basic principle with which to secure 
credit. I learned soon that the best 
possible beginning to attain that credit 
was to start building it through life in- 
surance. 


Grew With Responsibilities 


“As my responsibilities grew, my poli- 
cies grew in number. Business success 
is not possible for men unless they 
keep their word. I have always felt | 
that when I gave my word I must! 
keep it. In life insurance I found some- | 
thing that would accomplish that end | 
with complete certainty if I died, so| 
that as my responsibilities increased so | 
did my insurance. 

“When these responsibilities lessened, | 
I found that in my insurance policies | 
I had a hidden estate that I had never | 
before considered. I never knew that | 
these policies had a cash surrender | 
value. A friend of mine who was an| 
agent asked me for permission to look | 
them over for the purpose of calculat- | 
ing those values. The figures were a 
vast surprise to me, because I had never | 
recognized or thought. of them as a | 
liquid part of my estate. I have always | 
bought life insurance as a means to | 
an end. I did not buy at random. 
Neither did I care to have any agent 
come and tell me the sad story of my 
widow. I do not care for sob stuff, but 
I buy insurance with the same cold de- 
liberation that I buy merchandise, be- 
cause it has worth while and funda- 
mental features. It was no use to bother 
me otherwise.” 


Took Policy from Teacher 


“I started buying life insurance just 
after I came out of the state university,” 
said Mr. Wilson. “The man who sold 
me the policy was Schuyler Miller, of 
the Aetna, who had been the professor 
of public speaking and one of my in- 
Structors in the university. He could 
have sold me gold bricks at that time 
as I had all the confidence in the world 
in him. I knew nothing of life insur- 
ance, I had no dependents, and I did not 
have a dollar. That policy was for $500, 
and the annual premium figure is en- 
graved on my mind. It was $16.01. He 
took my note for the premium. It was 
a 30 year endowment, and I am still 











| go, whatever portion of the family in- 


|}and I am quite sure that from the 


| is the only kind upon which he should 


| 

paying the $16.01 yearly. That was the | 
beginning. 

Will Centinue Income 


“IT am a professional man. When I 


come exists outside of investments and 
insurance goes also. As long as I keep | 
my feet I alone can support my family. 
After I have gone somebody or some- | 
thing must take my place. That some- | 
thing will be life insurance, all trusteed 
on the monthly income basis. I did not 
set about in the beginning to create an | 
estate of this character. If I had 
thought 18 years ago, when I got mar- 
ried, that my household expenses would | 
ever be a fourth of what they are today, | 
I would have been scared to death. My 
experience as a lawyer and the oppor- 
tunities for observation that the prac- 


me to buy monthly income insurance, | 


standpoint of the individual alone, this 
base his life insurance estate. I have | 
seen literally dozens of women, widows | 
into whose laps a little life insurance | 
money has been dumped, waste and | 
fritter away all of it within a short time, | 
and all because they had no knowledge | 
of or experience in how to handle it. | 


Promoters Are Unscrupulous | 


| dent desire to have their property used | 
| for the purposes for which it was cre- 


“When the Hebb company stock was 
being sold by high-pressure salesmen 
in this territory (this was a promotion | 
scheme with a great automobile and | 
truck factory as the goal, which lost | 
over $2,500,000 for investors in 1920) | 
many widows lost practically every dollar | 
of their life insurance money. One of | 
these was a woman of 60, who had $10,- | 
000 life insurance money dumped into | 
her lap. The slickers heard of it, and | 
two of them called on her. She said | 
to one of them: ‘I don’t know any- | 
thing about business, and I want you to | 
tell me whether if I were your own 
mother you would advise me to buy this 
stock.” She told me that one of them | 
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| They are doing this because of a pru- 


INSURANCE IN FORCE, JAN. 1, 1926 
ADMITTED ASSETS, JAN. 1, 1926...... 


SURPLUS TO POLICYHOLDERS .. 
*THIS ITEM HAS INCREASED 178 PER CENT SINCE 1920. 


came over and put his arm on her 
shoulder and told her that if she were 
his mother he would advise her to put 
every dollar she had in the stock. She 
did so, and she lost every dollar of it. 


Not Trained in Investments 
“Women are the chief beneficiaries 


of life insurance, as named in the policy. 
Yet those of them who are our wives do 


| not know what to do with the $5,000, 


$10,000 or whatever sum is tossed into 
their laps when we go, because we have | 
not told them what to do or how to do 
it. Their business is not the handling 
of money, yet a man will buy life insur- 
ance with the object in view of leaving | 
them a lump sum; he must know in ad- | 
vance they have had no experience in 
investing or safeguarding. Lots of men 
are no more capable. 


Best Protection for Dependents 


“After repeated experiences like these, 
I am firmly convinced that the monthly 
income policy is the best to buy, because 


| it is the best protection for those for | 


whom insurance is largely bought. It | 
preserves to them, since the contract | 
cannot be altered at their whim or de- 
sire after the policyholder has gone, the | 
money that it calls for and thus ful- | 
fills its real mission. People are more | 
and more coming to trustee their estates. | 


ated. It is vastly more important to | 
trustee your life insurance than it is | 
your estate. In the latter the investment | 
has already been made, but if you don’t 
trustee your insurance you leave the | 
work of investment to your wife. 


Is Doing Great Work 


“There is a lot of joking about the | 
visits of the life insurance agent, but | 
the fact is he is a man engaged in| 
doing a good and necessary work. Every | 
man has his favorite doctor or lawyer to | 
whom he goes for advice and counsel]; | 
he ought also to have from one to three 
good friends among insurance agents | 


Adherence To Correct Principles 


For Nineteen Years 
Has Produced This Highly Creditable Result 


“ee eeeeene 


| knowledge to his advantage. 


PU 
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with whom he might freely advise and 
who would give him the benefit of their 
My ad- 
vice to you agents would be to culti- 
vate such relations with men you know 
or to whom you have sold policies, and 
not wait till they ask you to call. Don't 
sell them all you can, but all that they 
need. In this way you can establish a 
confidence as strong and lasting as that 
which exists between men and their phy- 
sicians and attorneys.” 
Tried Insurance Selling 


Mr. Seacrest said that he also had be- 


| gun his business career selling papers 


on the streets. “What I have never be- 
fore made known,” he said, “is that at 
the age of 18 I became a life insurance 
agent. I was employed.in a printing 
office at the time, and my uncle, who 
operated it, was evidently of the opinion 
that I was not as fully employed as I 
should be, so he took the agency and 
sent me out to do the soliciting. The 
first policy I wrote was on myself. The 
company was the National Life of Ver- 
mont. I went out into the country and 
tried to sell my father. He had never 
known an ill day in his life, and I didn’t 
sell him. Six months later he was dead. 


Ignorant of Surrender Value 


“My second policy was in the New 
York Life. You may know that I was 
not very much of an insurance man 
when I tell you that when, after reverses 
made it impossible for me to carry this 
policy and I wrote into the Omaha of- 
fice that I would have to drop it, I did 
not know it had any surrender value. I 
got the surprise of my life a little later 


| when I got a company check for $180. 


When I got married I took out a policy 
in the Bankers Life of Des Moines and 
started in to create an estate. Every 
time a baby came I took out another 
policy or two. Believe me that by that 
time I had learned all about surrender 
values, and kept my bankers informed 
thereon also. 

“In 1897, after years of working for 

(CONTINUED ON NEXT PAGE) 
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$37,259,193.00 
6,723,723.80 
834,141.36* 





SERVICE 


pany and liberal enough to 
ward constructive effort. 





To its agents, Cleveland Life service means 
active personal interest, practical co-opera- 
tion and business-getting policy equipment. 
Agency contracts are direct with the com- 


resources; good 
of experience; 


invite and re- 








Strength of character, added to strength of 


bined with close supervision and control— 
these are some of the factors which inspire 
public confidence. 


SECURITY 


management plus the weight 
conservative methods com- 








Agencies. 


HOME OFFICES 


=! 


For territory in Ohio, Indiana, Illinois, Michigan, Pennsylvania, 
West Virginia or Kentucky, write to Ray H. Finger, Manager of 


The Cleveland Life Insurance Co. 


WM. H. HUNT, President 


CLEVELAND, OHIO 
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Yay ~ 
Complete and 
Enduring Service 


for every life insurance 
need makes West Coast 
Service Men successful. 
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A splendid Agency 
Contract direct with 
Home Office is available 
for men of ability. 


West Coast Lire 


INSURANCE COMPANY 
HOME OFFICE -SAN FRANCISCO 


The only company on the Coast carrying Group Insurance wus fh 























Satisfaction 


There is a sense of satisfaction in represent- 
ing a Company which has long been known as the 
“Policyholders’ Company” because of satisfactory 
service to its members for a period of eighty years. 





The 


Mutual Benefit Life Insurance Co. 


Organized 1845 
Newark, N. J. 





























AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


Shearn Moody 


w. L. Moody, Jr. Ww. J. Shaw 
President Vice-President Secretary 





Substantial increases every year 


Ordinary and Industrial 
Life Insurance In Force 


June 30th, 1925 
$269 ,479,554.00 l 


ASSETS 
$21,606 ,568.43 


Good Territory in Twenty-Three States, 
the Republic of Cuba and Hawaii 
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LANGMUIR GIVES TWELVE PRACTICAL 
POINTS TO THE LIFE AGENTS | 








HARLES H. LANGMUIR, super- 
& intendent of agencies of the New 

York Life, puts out 12 practical 
points for the new year, giving some 
suggestions to agents for their everyday 
business life. They are: 

1. Stick to this one thing long enough 
and you'll win. It makes little difference 
whether you think that you were born 
to be a salesman or not, any average 
man who sticks to one thing long enough 
will beat the gifted man who scatters. 

* * &* 


2. Determine to make a big success 
of life insurance. You will get more en- 
joyment out of that than you will in 
seeking enjoyment. Your success in 
due course will bring you prosperity, 
leisure and happiness. 

x* * * 


3.—Pian the day’s work the night be- 
fore. If you will make a list of the peo- 
ple you are going to see everv day, and 
then see those people, you cannot tail. 
The only uncertainty will be the propor- 
tion of them that you will write. Have 
faith in the “law of average.” It’s the 
backbone of life insurance. It assures 
you an ultimately profitable return. And 
increase your resourcefulness by study. 
Read regularly one or more first-class 
insurance journals. 

* * * 

4. Call on one stranger at the start 

of every dav, or better still, give the first 


half hour to a straight canvass. The | 
moral discipline of this will increase your | 


efficiency. Whenever you go by an of- 
fice, any time, anywhere, if there is a 
man who isn’t busy—go in and show 
him our new policy. 

* *x* * 

5. When you introduce yourself, say, 
“I represent the New York Life Insur- 
ance Company” and say it proudly, with 
a smile. Don’t imagine that it is neces- 
sary to storm into a man’s presence or 
to talk him off his feet. The desire for 


‘life insurance is lying dormant in every 


man of normal mind. It is necessary 
only to awaken that desire. 

* * * 

6. Make a definite proposal to each 

mp oes Find the one chief reason why 
e should carry life insurance and dwell 
chiefly upon that. Don’t antagonize your 
prospect by moral advice. Don’t say 
for instance “You should have protec- 
tion for your wife.” There are many 
better ways of making the point. 

* * * 


7. If a man brings up a lower rate, 
say—“If you are looking for a cheaper 


company, there are plenty of others | 
cheaper than that, but a man gets just | 


about what he pays for.” 
* * * 


8. Don’t forget you are calling on | 


your prospect to get his application. 
Have it out of your pocket and all ready. 
The minute you see a man is convinced, 
switch your talk into closing arguments 
and remember you don’t usually get a 








BUSINESS MEN GIVE VIEWS 
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others I purchased the Lincoln “Evening 
News,” and in doing that nosed my way 
into the “Journal.” I bought a fourth 
interest in it then for $40,000. Two 
thousand of that I borrowed from my 
immediate relatives, including my wife, 
and I gave my note for the $38,000. To 
build up my credit I proceeded to buy 
more life insurance. After that I kept 
getting into debt so fast that I just kept 
taking on more life insurance. 

“The fact that I have kept on buying 
until the end sought was accomplished 
is proof of my belief in its soundness as 
an asset, in the powerful part it takes in 
building the delicate structure of credit 
so necessary to every business man, and 
in the solidarity of an estate thus 
erected.” 


° 


decision on the main issue, but on 
minor point. 
* * * 

9. Never permit a turn-down to ruf- 
fle you. When you offer a man protec- 
tion, you are offering not to increase his 
burden but to lessen it. If he refuses 
it, his family loses, not yours. If you 
have twenty interviews in a day and each 
one is a turndown, you may still be the 
gainer, because by handling these turn- 
downs properly you will have gained 
clients who will eventually insure. 

* 

10. Cut the grouches and the kicks out 
of your disposition. Nothing is so easily 
disturbed as the mood for writing in- 
surance. Be friendly with everybody. 
Say good-morning to the office boy and 
the elevator man. Show a warm appre- 
ciation of every courtesy. 

* 


11. Don’t expect too much all at once. 
No man can mount to the top floor of 
the life insurance business in a single 
step. You must take the stairway. You 
will find the best success with people 
of your own kind. Don’t spend much 
time on people beyond your reach. As 
you render service your standing in the 
community is established. As your 
standing is established the size of your 
| policies increases. 

* 





+ ake 

12. Start every day with the purpose 
| of spending your whole day calling on 
people. Each call makes the next one 
easier. At night, figure that you have 
always gained in knowledge, if not in 
commissions. The first thing you know 
the business begins to come in, each dav 
| you see nfore people and handle each 
call better. Finally the day grows too 
short. You are up and at it all the time. 
You are a life insurance man. 


| KAVEL GIVES CANADA COURSE 





Minneapolis Man to Lecture on Sales- 
manship in Saskatchewan Univer- 
| sity Insurance School 





MINNEAPOLIS, Jan. 14—H. W. 
Kavel of the Cameron & Kavel agency 
of the Aetna Life in Minneapolis has 
accepted an invitation to give the sales- 
manship lectures at the first course in 
life insurance ever given by a university 
in western Canada. It will be conducted 
at the University of Saskatchewan at 
Saskatoon, Jan. 27 to Feb. 5 and will 
be given in conjunction with the Life 
Underwriters Association of Saskatche- 
| wan. 

The invitation was brought to Mr. 
Kavel in person by W. J. Young, sec- 
retary of the insurance course and con- 
gress which will be held in connection 
with it. Mr. Young represented Dr. 
W. C. Murray, president of the univer- 
sity. Mr. Kavel is the only insurance 
|man from the United States who will 
| take part in the short course. He will 
| give two or three lectures on salesman- 
ship and in addition will speak at meet- 
ings of the insurance congress. One 
of these will be at the annual banquet ot 
the life underwriters. 

In addition to Mr. Kavel’s lectures 
there will be lectures on mathematics, 
health, psychology and economics as 
related to insurance by Canadian author- 
ities on these subjects. : 

It is the hope of the promoters ot 
this insurance short course that other 
Canadian universities will provide sim- 
ilar ones later leading to the degree ot 
“chartered life underwriter” now con- 
ferred on life insurance men of the 
dominion who take examinations under 
the supervision of the Dominion Life 
Underwriters Association of Canada. 

Mr. Young, who is manager of the 
Mutual Life of Canada at Saskatoon, 
stopped off here en route east to attend 
the annual meeting of the Dominion Lite 
Underwriters Association. 
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EFFECT OF NEW TABLE | PLANS GROUP RALLIES | AGENCY H 
| 


RESULT IN CONSOLIDATIONS LINCOLN NATIONAL MEETINGS | MARYLAND LIFE CONVENTION 


Younger Companies Have Depended 


Upon Profit of Young Business to 
Keep Going 


Many mutual life insurance 
panies are not the least bit interested, 
except theoretically, in whether or not 
the American Men table is made per- 


missive as a valuation standard. They | 


say they will not be forced to change 


either rates or dividends to any extent | 
reserves will be so little changed | 
that it would make no particular dif- | 


and the 


ference. It would probably increase the 
reserves to some extent but as the sug- 


gestion is only that it be made permissive, | 


this would not handicap those com- 
panies that did not care to put up a 
larger reserve. 

Mutual companies are now in the po- 
sition of being able to pay back to their 
younger policyholders in refunds, the 
excess charge that is made under the 
American Men table of mortality. It is 
only a nonparticipating company that is 
affected one way or the other. 


Nonparticipating Company’s View 


The large nonparticipating companies, 
operating in large cities, feel the com- 


petition and want to be able legally to | 


put their rates down where they belong, 
according to the mortality experience. 

The small non par companies, on the 
other hand, would be extremely handi- 
capped, as this profit has enabled them 
to keep afloat. One actuary states that 
a great many consolidations would be 
brought about if the American Men 
table were made permissive. Competi- 
tion would force these companies, it is 
said, to use this table with reduced 
rates and this would rob them of their 
chief source of profit. 

Some people think this would be a 
good thing for the insurance business. 
They state that there is no business 
which has been as uneconomically run 
as the life insurance business. No mer- 
cantile establishment could stay in busi- 
ness two months if it was not more par- 
ticular about its expenses than the av- 
erage life insurance company they say. 

Budgetary Plan Needed 


There is not a life insurance com- 
pany in the United States which has 
successfully put itself on a budgetary 
plan, says one accountant. A number 
of them are working toward this and 
their accounting departments are labor- 
ing daily to work out a plan of cost ac- 


com- | 





Schedule Series of Sectional Conferences | Special Campaign in Honor of C. C. 


to Be Held At Central Points 
Throughout Territory 


The Lincoln National Life has ar- 
ranged a schedule of sectional meetings 
to take care of agents all over the coun- 
try. Agents from Ohio, West Virginia, 
North Carolina, Pennsylvania and New 
Jersey will attend a meeting at Colum- 
bus, O. Feb. 15-17; those from Indiana, 
Illinois, Michigan, Tennessee and eastern 
Iowa will attend a meeting at Chicago, 

Feb. 18-20; from Minnesota, Wis- 
‘ oneeie and North Dakota at Minneapo- 
lis, Feb. 22-24; Colorado agents at Den- 
ver, Feb. 26; Montana agents at Butte, 
| Feb. 26; Utah agents at Salt Lake City, 
| March 1-2; Washington agents at 
| 


Seattle, Mar. 1-2; 
Portland, March 3; California and Ari- 
zona at Los Angeles, Mar. 8-10; Texas 
and New Mexico at San Antonio, Mar. 
15-17; Kansas, Oklahoma, Missouri, 
| Nebraska, western Iowa and South Da- 
| kota at Kansas City, Mar. 22-24. 


Basis of Attendance 


| very prominent and successful under- | ‘ ‘ 
: | inquiry were addressed to 218 institu- 


Oregon agents at! 


| 
| 
| All agents who have not attended a | 


| previous sectional meeting as guests of 
the company will be invited to these 
| meetings at the expense of the company 


|on a production of $50,000 of paid for | 


business in 1925, and those who have 
attended former meetings are invited 
upon a production of $100,000. Many 
general and district agents are urging 
their new men to attend at their own 
expense in order to gain the benefit from 
the fellowship of the leaders and from 
the business discussions. Some of the 
| company officials who will speak at the 
meetings are: W. T. Shepard, vice-pres- 
ident and manager of agencies; A. L. 
Dern, superintendent of agencies; Dr. 
W. E. Thornton, medical director; 
Franklin B. Mead, secretarv and actu- 
ary; A. J. McAndless, assistant secre- 
| tary. The strongest agents-in each sec- 
tion will discuss the agents‘ problems, 
and open forums will give opportunity 
| for questions and comments. 








counting whereby it will be possible to 
estimate expenses in advance and get 
| on a budget basis. 

It appears to most people that Amer- 
ica needs most of the small life insur- 
ance companies that it has and, there- 
| fore, they oppose this movement which 
| would eliminate a great many of them. 


| prospects. 


Clabaugh Arranged at Balti- 
more Meeting 


The annual convention of Maryland 
Life agents was held in Baltimore last 
week. 

The main talk the first day was by 
M. Nelson Bond of the Travelers, a 


writer of Baltimore, who spoke on 
“Salesmanship.” After Mr. Bond's ad- 
dress a number of the agents present 
spoke informally, and the points brought 
out by the different men seemed to be 
good ones. Mr. Chapman spoke on 
“Courage,” and his talk greatly im- 
pressed those present. C. C. Clabaugh, 
who has charge of the agents, also 
spoke. 
Campaign te Honor Clabaugh 


At the banquet Mr. Clabaugh was 
toastmaster, and among those present 
were President D. H. Rose, First Vice- 
President W. S. Blackford, Treasurer 
and Comptroller G. R. Kolb, and Sec- 
retary C. G. Smith. Mr. Rose spoke 
regarding the company’s business, and 
the other officers made brief talks. Mr. 
Nunnemaker of Pennsylvania spoke on 
the help rendered him by a certain form 
letter that the company sends out to 
Mr. Groom asked that the 


|agents get behind a special campaign in 


! 


| Mr. 


— 


| 


| 





honuor of Mr. Clabaugh, and the agents 
agreed to push business very hard be- 
tween Jan. 1 and May 29 in their ef- 
forts to make this special campaign in 
Clabaugh’s behalf an unusualy fine 
one. The 25th anniversary of Mr. Cla- 
baugh’s connection with the Maryland 
Life will be on May 29, and the agents 
arrived at this date as the ed of the 
special campaign in his honor. 

D. H. Garver of the actuarial depart- 
ment spoke the second day on conserva- 
tion of business. Dr. Gordon Wilson, 


| leges 


EAD HONORED | COURSES IN INSURANCE 


GIVEN IN UNIVERSITIES 


_ 


Other Are Considering 
Adoption According to Results of 


93 





Institutions 


Investigation by Columbia 


NEW YORK, Jan. 13.—A survey of 
insurance courses in the principal col- 
and universities of the United 
States has just been completed by Ralph 


| H. Blanchard of the school of business 


of Columbia University. Letters of in- 
tions, 210 of which furnished informa- 
tion. The results show that insurance 
is widely recognized as a subject of 
instruction, 93 of these institutions offer- 
irg courses to their students while 17 
others have courses under consideration 


}or are definitely planning to add them 





medical director, gave the agents some | 


very interesting information regarding 


| reasons for postponing or declining some 


applicants. 

The paid-for volume of the Maryland 
Life last year was $2,510,000 as against 
$2,165,374 in 1924. 


Robert L. Watson 


The Maryland Life announces the ap- 
pointment of Robert L. Watson as gen- 
eral agent at Atlanta, with offices in 
the Atlanta Trust building. 





to the curriculum, The remaining 100 
neither offer such courses nor contem- 
plate offering them. 


Two Types Offered 


Courses were classified as general and 
specialized. The general course is one 
in which the aim is to develop an appre- 
ciation of the place of insurance in 
economic life, of the methods used in 
the insurance business and of the under- 
lying theory common to all lines of in- 
surance. Practices and problems inci- 
dent to particular lines are not made 
the subject of extensive inquiry. The 
specialized courses are of a more pro- 
fessional type and are concerned with 
the application of insurance principles 
in particular fields. A general course 
might profitably be taken by students 
interested in any sort of business activ- 
ity, while the specialized course is 
intended to appeal primarily to those 
students who expect to enter the insur- 
ance business.” Of the courses offered 
by the 93 institutions 50 were general 
only, 32 were specialized only and 11 
were general and specialized. Courses 
in law, engineering and salesmanship 
are not included. 


A. I. U. Takes Ozark Mutual 
Announcement is made of a merger 


| agreement recently consummated where- 


by the Ozark Mutual Life of Mena, 
Ark., is consolidated with the American 
Insurance Union of Columbus, O. 

The Ozark Mutual has been organ- 
ized about ten years, writing life insur- 
ance in Arkansas and Oklahoma. The 


|; Mena office is being continued and the 
| business with 


its membership will be 


handled through this office much the 


\ same as in the past. 











a c 


| such a remai 


Address: 


AN you qualify as a special agent to do organizing 
Wisconsin for an old established company 
Sa ommission basi 


| 
Can You Qualify? 
| ce 
produce, an excellent opportunity is presented. 

| If you believe you can qualify, state your reasons why you are entitled to con- 
| sideration. We will send you a booklet explaining why this 
rkable growth together with further details 
Inquiries will be treated in strictest confidence. 


N. J. FREY, President 
THE WISCONSIN LIFE INS. CO., MADISON, WIS. 


_/ 





work in Minnesota and 

i has doubled in the 
iis. 

salesman capable of enlisting other 
producers. For t man can 


ny 


has shown 
of this > 


HE business of The Wisconsin Life Insurance 
Company has doubled in the past five years. 
The Company, organized in 1895, possesses many 
unusual advantages in the matter of low acquisition 
costs, low mortality rate, and high interest earnings 
which have resulted in an admirable record for 
low net costs to policyholders, continuous payment 
Policies are provided for men, 


r¢ 


of death claims. 
women and children. 


THE WISCONSIN LIFE 





INCORPORATED 1895 





“Solid as the State” 
































M. A. NATION, Pres. 


Universal Life Insurance Company 


Dubuque, Iowa 


WE WANT GOOD MEN 
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MINNESOTA 
NEBRASKA 


Unusually attractive General Agency 
contracts, direct with the Heme Offfice, are 
now available in Minnesota and Nebraska. 

Non-participating life, group, salary de- 
duction and accident and health insurance. 

The Company showed a gain of over 50% 
in insurance in force last year, its twelfth 
year. There is a reason. 


Write 
GEM CITY LIFE INSURANCE COMPANY 


I. A. Morrissetr, Vics Pres. 
DAYTON, OxIO 








HOW LIFE INSURANCE 
AIDS ESTATE PROBLEM 


C. B. Metzger Presents Analysis 
of Depreciation on Owner’s 
Death 


|CASH FOR ADMINISTRATOR 





Prevents Forced Sale of Assets to Meet 
Expenses That Inevitably Con- 
front Executor 





In a recent address, C. B. Metzger, 
statistician of the Edward A. Woods 
Agency of the Equitable Life of New 
York at Pittsburgh, stated that proba- 
bly no other social and economic prob- 
lem in the country has involved so much 
discussion, voluminous writing, legisla- 
tive consideration and wasteful litigation 
in the past few years as the estate prob- 
lem. Discussion is usually centered 
around inheritance or transfer taxes, 
and from the popular business agitation 
against inheritance taxes, one might be 
led at first thought to believe that every- 
one who dies leaves an estate which 
immediately becomes a target for in- 
heritance and transfer taxes. Actual 
investigation of federal tax returns, how- 
ever, shows that slightly over 6 percent 
of the population of the entire country 
makes income tax returns and over 90 
percent of these reported incomes are 
under $5,000 a year. Obviously not 
many estates of any appreciable size 
can be created. 

Figures Are Inadequate 
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“Work:and Save’... 


Was Benjamin Franklin's Motto 


—_— 


A most appropriate one for National Thrift Week 
beginning January 17, Franklin’s birthday. An oppor- 
tune time to bring home to the people the lessons of 


thrift and savings. i 7 
, a 
Acting on the belief that household budgets are 4 


important factors in domestic happiness and famuly 
welfare, the John Hancock Mutual Life Insurance 
Company of Boston has in the past two years dis- ) 
tributed several hundred thousand budget sheets to nl 





the general lic. 
g pub i 
Thrift is one of the cardinal virtues. This is why we AY 
associate it with that great American, Benjamin Franklin, 5 
whose wise and generous ideas and actions have endeared la 
him to the American people. President Wilson said: “The 3 
thing that makes the greatest nation in the world is the great- N | 
est number of happy, contented and unencumbered homes.” oul 
heN) 
The Budget System is the best means of organizing the 8 
home and spending the income to advantage. President Coolidge i E 
tells us that he himself budgets his household expenses and that Loa 
the greatest of all budgets is maintained by the United States in 


Government. 


If you are interested in the John Hancock Budget Sheet, 
we will be glad to furnish one. 


Write Inquiry Bureau, 
John Hancock Building, 
Boston, Massachusetts. 


Lire INSURANCE COMPA 
oF BOSTON, MASSACHUSETTS 





































There are no official figures available 
showing the total number and size of 
estates left annually in the country, but 
the treasury department reports net es- 
tates of $50,000 and over. For resident 
decedents in the United States these 
estates have been: Sept. 9, 1916-Jan. 15, 
1922, 42,230; Jan. 15, 1922-Dec. 31, 1922, 
12,203; Jan. 1, 1923-Dec. 31, 1923, 14,150. 
This is the only national picture we 
have of decedent’s estates and it repre- 


sents only about 1.4 percent of the an- | 


nual death list. Local investigations 
in various sections, however, show that 
nearly 70 percent of the adults who die 
leave no estates behind him to be set- 
tled. Applying this estimate to the 
probable number of adults’ deaths in 
the United States in 1920, about 695,000 
adult decedents left no. estate, or put- 
ting it positively, about 310,000 people 
left estates. 
Figures Need Interpretation 


These figures need _ interpretation, 
however. In the popular sense the term 
“estate” is used to mean the total as- 
sets owned by the decedent at the time 
of his death, without deducting any lia- 
bilities existing at that time or accruing 
afterwards, in other words, the gross 
estate. This is very misleading, for 
there are inevitably debts existing at 
death or incurred in expenses for last 
illness or funeral expenses. Even the 
net estate, secured by deducting the 
debts, does not accurately indicate the 
condition, for often there is considerable 
life insurance payable to named bene- 
ficiaries, which is not shown among the 
assets of the estate as it is paid directly 
to the beneficiary, while the annual pre- 
miums paid by the insured over a period 
of years have decreased his estate by 
that much, as revealed to the public. 
In other words, he has merely disposed 
of a part of his estate through life in- 
surance before his death. It must also 
be remembered that frequently men turn 
over portions or all of their assets to 
their wives or other relatives to evade 
inheritance taxes or the demands of 
creditors in case of bankruptcy. Thus 


his heirs, though he may have died in 
very comfortable circumstances finan- 
cially. 
Few Large Estates Left 

The investigation in Allegheny county 
revealed that over 30 percent of all es- 
tates are under $1,000, a sum so nomi- 
nal that it is almost invariably wiped 
out by the cost of settling the estate. 
Between 80 and 85 percent of all es- 
tates are under $10,000. The distribu- 
tion of wealth in the county is indicated 
by the fact that the bulk of the wealth 
transferred to heirs is left by less than 
6 percent of adult decedents. In 1922 
the total amount of all the estate was 
$11,033,539 of which 69.8 percent was 
left by 29 or 5.6 percent of the dece- 


dents. 
Debts Chief Item 


Figures presented by Mr. Metzger 
showed that debts are the most impor- 
tant items of depreciation in small es- 
tates up to $10,000, where approxi- 
mately 20 percent of the gross estate 
may be knocked off to meet liabilities 
existing at the time of death. The per- 
centage of gross estates expended for 
taxes of all kinds showed that in the 
small estates up to $100,000, it is only 
4.5 percent of the gross estate. Mr. 
Metzger said that it is curious that there 
should be so much popular opposition 
to inheritance taxes when it is shown 
how comparatively unimportant their 
inroads are on the assets of small es- 
tates. In fact, they act as a leveling 
rod for the distribution of wealth, for 
they increase rapidly as gross estates 
become greater until in the great estates 
of $10,000,000 or over they appear to 
consume over 22 percent of the estate, 
under the existing laws. At the same 
time in these larger estates the percent- 
age used in administration costs and 
liquidation of debts is much morte. 


Funds Are Greatly Needed 


Funds are greatly needed at time of 
death to meet the liabilities of estates 
of all classes except the comparatively 
small ones. Executives and administra- 
tors are hampered in their duties by the 
cumbersome legal procedure involved in 
releasing assets for sale to raise cash. 
Many economies in administration could 
be effected by the presence of an in- 
heritance tax fund. For instance, as 
Mr. Metzger pointed out, 19 states offer 
discounts for the payment of inherit- 
ance taxes prior to the expiration of one 











year from the date of death. 
Insurance Provides Cash 


Life insurance provides this cash im- 
mediately upon the death of the insured 
person, offering a means of leaving 
available funds for executors to meet 
the liabilities promptly. Thus costly de- 
lays due to legal procedure may be 
avoided, wasteful litigation reduced or 
eliminated, and no hardships will be 
worked on the heirs who frequently 
must advance their own funds to save 
the estate in which they have a real or 
hopeful interest. Life insurance made 
available to the executor should not be 
confused with life insurance payable to 
specified beneficiaries. The latter should 
be carried to fulfill the definite needs of 
the beneficiaries, but the former should 
be an additional aid to the estate to 
provide liquid assets for administering 
the estate in the most economical man- 
ner. 


Prudential Veteran Loses Life 


Singleton Gardiner, who for 19 years 
had been superintendent of the Pruden- 
tial at Davenport, Ia., was burned to 
death when he drove his automobile into 
a Chicago, Burlington & Quincy railroad 
engine 12 miles east of Moline, IIl. 
Monday. 

The machine burst into flames, and 
when Mr. Gardiner was found after the 
others had been rescued, he was dead. 
Icy pavement was the cause for his be- 
ing unable to stop his car when the train 
shot across the road before him. 


Joins American Life Convention 


The North American Reassurance of 
New York, Lawrence M. Cathles, pres- 
ident, has been admitted to membership 





it is possible for a man’s estate to show 
but few.funds left for distribution to 


in the American Life Convention. 
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HAVE JOINT SESSIONS | PRESENT BASIS UPHELD 








AGENCY CONVENTION HELD | LOSE ON TAX CASE IN IOWA 








’ 


Pearson & Larson and the Poindexter | Court Decides Life Companies Cannot 


General Agencies of the North- 
western Mutual Held Meeting 





KANSAS CITY, MO., Jan. 14.—The | 


Kansas and western Missouri associa- 
tions of Northwestern Mutual Agents 
held their first annual joint meeting in 


Kansas City last week under the direc- | 


| 
| 
| 


tion of the general agents of the two | 


i z f the west- 
agencies, Pearson & Larson of 
ern Missouri district, and C. H. and U. 


H. Poindexter of the Kansas district. | 


Mvron H. O. Williams, assistant super- 
intendent of agencies, and Joseph T. 
Gallagher, assistant superintendent ot 
claims, attended the meeting as the 
home office representatives. 

The two agencies reported $12,000,000 
of new insurance paid for in 1925. Four 
million dollars of this amount was writ- 


| 


Deduct Policy Dividends in Com- 
puting Premium Tax 





DES MOINES, Jan. 14.—A decision 
handed down here Monday by Judge 
Lester Thompson nullifies efforts made 
by insurance companies to avoid tax- 
ation of refunds on life policies. 

The ruling was made in the case of the 
New: York Life vs. State Treasurer W. 
J. Burbank, followed a long legal bat- 
tle. The companies have contended that 
dividends paid policyholders were not 
subject to the tax on premiums. 

State’s Contention Upheld 


Taxes have been exacted for years 
from the insurance companies on the 
basis of gross premiums. The question 
determined in the suit of the New York 


ten during a contest which was carried | Life was the meaning of the term 


on in November and December. 
Shows 40 Percent Gain 


} 
| 
| 
| 


“gross premiums.” 
Attorneys for the companies main- 
tained that the money paid back as div- 


The Pearson & Larson Agency, in/idends should be deducted from the 
paying for something over $6,000,000 of | amount on which they were taxed each 
insurance last year, made a gain of 40 | year. 
percent over their last year’s record, one Judge Thompson ruled that the basis 


of the largest percentage increases of 
any agency in the company. The indi- 
vidual record was made by Harry 
Broud with over $1,000,000 of paid-for 
business. 
with $900,000. : 

One of the features of the meeting was 


Leo B. Goldberg was second | 


the luncheon of the Life Underwriters | 


Association, at which the entire program 
was supplied by Northwestern men. Jo- 


seph T. Gallagher was the speaker, and | 
Lawrence A. Williams directed the play, | 
the “Heart of the Estate,” the cast of | 
which, with one exception, was recruited | 


from the Northwestern agency. 

The new presidents of the two asso- 
ciations are C. L. Wilbur of Kansas City, 
president of the western Missouri asso- 
ciation, and Charles Lamb, Jr., 0o 
Atchison, Kansas, president of the Kan- 
sas association. 


John Hancock’s Charleston Meeting 


Thirty agents of the John Hancock 
Mutual Life in southern West Virginia 
were in session last week for two days 
in Charleston and closed their confer- 
ence by a banquet tendered them by 
General Agent J. E. Crouse. 


on 


on which the state has been making the 
collections against the life companies 
was legal and sustained the motion of 
Attorney Ben Gibson to dismiss the 
case. He also found that taxes had been 
collected on the same basis for years 
under an interpretation of the statutes 
and that the legislature had later reen- 
acted the statutes. 

Had the state lost in the suit it would 
have been made liable for the recovery 
of money paid in as taxes for years. 


MOVES TO EAST ST. LOUIS 





Providers Life of Chicago Now in 
Charge of New Management 
Headed by J. D. De Buchananne 





The Providers Life of Chicago has 
moved its executive offices to the Metro- 
politan building, East St. Louis, Ill, with 


| J. D. De Buchananne as president. The 
| company had its home office at 1530 
| North Robey street, Chicago, where it 


| owned 


It maintains a 
It commenced busi- 


its building. 
branch office there. 


It was disclosed that the district had | ness Feb. 19, 1916. Its assets are above 


written business last year upwards of | $1,000,000. 


$1,500,000 and the agents pledged them- 
selves to help raise the quota this year 
to $4,000,000. The agents received in- 
structions regarding the new lines to be 
written this year. Especial stress was 
laid on wholesale insurance and the sal- 
ary saving plan. C. A. Duffield, assist- 
ant superintendent of agencies, was 
present from Boston and remained for 
several days, going over the field and 
its work. 

At the complimentary dinner the spe- 
cial guests, besides Mr. Duffield, were 
Congressman J. Alfred Taylor and 
State Auditor John C. Bond, who is 
state commissioner of insurance by vir- 
tue of his position. Talks were made 
by John Tanner of Madison, Al Graves 
of Mercer and J. C. Hobson of Raleigh. 


Enlarge San Diego Office 

The home office agency of the Pacific 
Mutual Life announces that the terri- 
tory of Walter G. Gastil, branch man- 
ager at San Diego, has been enlarged 
by the addition of Imperial county. Mr. 
Gastil entered the field of life under- 
writing last July when he assumed 
charge of the San Diego branch office, 
and although wholly without previous 
experience he has been remarkably suc- 
cessful. The branch agency is now pro- 
uring new insurance at a rate in excess 
of $3,000,000 a year in San Diego county 
alone. It is the intention to organize 
and develop the Imperial county field 
immediately. 





It has $145,960.capital and 
surplus of about $30,000. Its insurance 
in force is about $11,000,000. Dr. M. F. 
Bozinch was the chief factor in the com- 
pany until its reorganization. It wrote 
considerable industrial business but dis- 
continued it in 1919. It is licensed in 
Illinois, Michigan, Missouri and Ohio. 


Rathbun Celebrates 21st Year 


In celebration of the completion of his 
21st year of service with the Equitable 
Life of New York, George A. Rathbun, 
manager of the Los Angeles agency, 
gave a dinner last week to more than 
100 employes and members of his 
agency and their wives. The guest of 
honor and principal speaker at the meet- 
ing was Dr. Thomas C. Dabney, medical 
referee, of San Francisco. 








Southland Life 


Insurance Co. 
DALLAS, TEXAS 
HARRY L. SEAY, President 


Insurance in force 
over 


$100,000,000 


Admitted Assets 


$10,600,000 





Advantageous agency contracts open to men 
of ability and integrity in 
TEXAS 
INDIANA 


TENNESSEE 
MINNESOTA 


Our standards are high, our requirements 
strict, but we can offer remunerative and 
pleasant agency connections to the right men. 


CLARENCE E. LINZ 
Vice-Pres. and Treas. Agency Manager 
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THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH 
SE ES Ie SS i ee Over Fifty Million 
RRR EE ea EE ee EP Rae Over Six Million 
AND THAT HAS 
Paid Policyholders since organization.......................+.. Five Million 


WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 


Address S. W. GOSS, Vice-President, The Rookery, Chicago, II. 
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Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the great State of 
Texas, the Home Office is able 
to render a type of personal 
service to Agents that is un- 
beatable. Writing all modern 
policy forms, the Company of- 
fers choice territory to Agents 
of ability. 

“Conscientious Co-operation 
given Ambitious men, with or 
without previous experience.” 





~ 


HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 
Et ny 


J. L. Mistrot 
President 
































Kaufmann’s 
Systeman 


Security Holder 


is the best leather container on 
the market designed to provide 
a place for Insurance policies, 
bonds and other valuable papers. 


Your client will appreciate that 
such a holder typifies quality 
service. The goodwill that it 
creates will be far in excess of its 
cost to you. It helps deliver 
extra policies. 


The Price is $2.25 
There is a large size at $3.15. 
Liberal quantity discounts. 


For Sale by 
E. L. KAUFMANN 
Room 700, Austin Bldg. 
111 W. Jackson Blvd. _— Chicago, Ill. 
Telephone Wabash 3933 

















CHANGES IN DISABILITY POLICIES | 


Brief Review of News About Policies, Riders and Rates, Which Are Given 
in Full in the Policy Analysis Section of The A & H Bulletins, Published 
Monthly by The National Underwriter Company. 








HOOSIER CASUALTY 


The Hoosier Casualty announces the 
discontinuance of regular commercial 
health and accident policy Form 501-B 
and is issuing instead of that policy, 
“Life Indemnity Health & Accident Pol- 
icy Form 505.” This policy pays monthly 
indemnity for life if total disability 


period. The old policy was written to 
cover for five years only. The total 
disability from illness indemnifies with 
monthly indemnity for not exceeding 12 
months and for partial disability, one- 
half monthly indemnity for not exceed- 
ing 12 months. However, one-fourth 
monthly indemnity will be paid so long 
as total confining disability or partial 
disability continues. The policy is writ- 
ten on the non-cancellable term basis. 


out recently the 
Health and Accident Policy Form 
510-B,” a non-prorating policy. For to- 
tal accident disability, this policy pays 
monthly indemnity for the period of 
such disability. For total disability con- 
fining illness, the policy pays monthly 
indemnity for not exceeding three years. 
A special feature of this policy is an ex- 
clusion period of three days applying to 
total confining illness disability only. 
The indemnity for the first three days of 
illness disability is paid for on the basis 
of non-confining illness. This policy 
also carries a funeral benefit reaching 
to $100 maximum. . 
+ # = 
NATIONAL BUSINESS MEN’S 

_ The National Business Men’s Associa- 
tion of Cleveland is putting on the mar- 
ket a new automobile policy which may 
be sold to both men and women, be- 
tween the ages of 16 and 65, whether 
employed or not, so long as they are 
good physical risks. Occupation and 
earnings will not be considered in 
soliciting for this contract. 


* * * 
MASSACHUSETTS PROTECTIVE 
The Massachusetts Protective has 


vide that weekly indemnity will be paid 
beyond the normal 60 weeks limit only 
for total disability resulting from disease 
arising prior to insured’s 60th birthday 
and before expiration of 60 weeks. Here- 
tofore, there was no limitation as to the 
age limit before which the disease must 
ater except the age limit of the policy 
itself. 


INDEPENDENCE ‘INDEMNITY 

The Independence Indemnity is in- 
creasing its premiums for health insur- 
ance beginning with Jan. 1. The increase 
amounts to $1 for each $5 of weekly 
illness indemnity. The company also 
began using on Jan. 1 a new sched- 
ule of deductible rates. This schedule 
applies to policy forms A-1, A-2 and 
A-46, as shown in the “Time Saver and 
Policy Analysis Section A. & H. Bul- 
letins.” 

No health risk will be written by the 
company after Jan. 1, for more than 
$100 weekly. Limits for principal sum 
and accident indemnity will be $30,000 
and $200 weekly. 

The changes in health rates were 
made according to the company because 
of an abnormally high loss ratio on 
health insurance. 

e + * 
MUTUAL LIFE OF ILLINOIS 

The Mutual Life of Illinois has issued 
a new series of policies which conform 
in most respects to those formerly in 
use but contain some rather important 
changes. On the forms most generally 
sold a quarantine clause has been added, 
which provides for indemnity in case a 
policyholder is quarantined on account 
of the illness of any other person in 
the house. Provision is made for the 











from an accident extends over that | 


The Hoosier Casualty has also put | 
“Monthly Income | 


modified its life extension rider to pro- | 


| 


| 60 days, in case of prolonged disability, 
| instead of only one-half, as formerly, 

Several forms are now being issued 
which eliminate the requirement for 
| house confinement and provide only 
|that the insured must be prevented 
from attending to his particular busj- 
ness or occupation. A partial disability 
clause has been adopted which covers 
|in case the insured is prevented from 
| performing one or more of his duties, 
| either from the date of the accident or 
following total disability. 

The teacher’s policy will now be writ- 
ten with $5,000 principal sum instead 
of $3,000. The company will hereafter 
not write more than $200 a month on 
applicants over age 50 and will not 
accept applicants above that age for 
certain forms in which the benefits are 
of an especially liberal character. 





*x* * * 
BUSINESS MEN’S INDEMNITY 


The Business Men’s Indemnity of In- 
dianapolis has issued three new policies. 
Form A-14 is for coverage of 24 months 
on accident for total disability and 12 
months on sickness for confining sick- 
ness with 2 months for partial disability 
from accident and non-confining sick- 
ness of 40 per cent of the total disabil- 
ity. Form A-16 is for continuous or life 
indemnity, with 40 percent for partial 
disability from accident, for two months, 
and non-confining sickness for life, with 
50 percent additional monthly for hospi- 
tal indemnity. Form A-18 is the same 
as the form A-16, with the exception 
that the policy requires no house con- 
| finement. The above policies each pro- 
| vide physician’s or surgeon’s fees in 
amounts not to exceed 10 percent of the 
|monthly indemnity. They provide in- 
demnity from the first day of disability 
from accident, sickness or quarantine. 
The quarantine indemnity is for the full 
amount of the monthly indemnity for a 
period of two months. These policies 
also provide identification indemnity in 
the amount of $200 and elective indemi- 
ties for fracture, dislocation and ampu- 
| tation. 





* * * 
WORLD ACCIDENT 


The World Accident of Omaha is 
issuing a new form known as the Farm- 
ers Special Income Guarantee Policy, 
sold only to farmers in the grain belt. 
It is written with monthly benefits rang- 
ing from $40 to $100. The rate for $100 
|a month and $1,000 principal sum 1s 
$72 the first year and $67 thereaiter. 
The principal sum may be increased at 
the rate of $6 per thousand. It pays 
sickness benefits from one day to six 
months, not requiring house conmne- 
ment; accident benefits, one day to three 
years; half benefit for partial disability; 
$1,000 for permanent disability caused 
by sickness; up to $600 for insanity, 
paralysis, and blindness caused by sick- 
ness, together with hospital benefits, 
doctor bills, financial aid, quarantine and 
free surgical operation benefits. 

2 





INTER-OCEAN CASUALTY 


The Inter-Ocean Casualty of Cincin- 
| nati is writing a hospital expense policy 
| providing weekly indemnity for not ¢x- 
ceeding 12 consecutive weeks. This pol- 
icy may be written for as low an annual 
premium as $5.25. It covers sickness, 
and injuries caused by accidental means. 
It will cover maternity cases after the 
policy has been in force for at least 300 
days. Other limitations exclude pay- 
ment for confinement due to chronic, !0- 
curable or venereal diseases, drug addic- 
tion or alcoholism. The policy is beng 
written to cover those from ages 15 to 
60. The annual premium and indemn'- 
ties are as follows: 





payment of all accrued indemnity every 


Weekly Maximum Annual 
Indemnity Indemnity Premism 
$70 $ $24.0 
50 17.50 
25 300 8.75 
15 180 9.<9 
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Life Asset Has Good 
Sales Opportunity in | 
the Educational Field | 


NE of the greatest fields open to the 

life agent, and a field which has 
heretofore been barely scratched, is the 
sale of educational insurance. Many 
parents keep a savings account for the 
purpose of providing funds for the edu- 
cation of their children but the life in- 
surance plan has been found to be much | 
surer and much safer. 

A recent canvass among large busi- 
ness concerns in the east showed that 
out of every four employes without col- 
lege training only one had succeeded in 
the same measure as had the college ed- 
ucated employe. Everywhere the life 
agent turns he finds that he himself is 
being served more and more by college 
trained men and college trained women. 
It is undoubtedly much truer today than 
it has been in the past that no one thing 
so greatly increases the chance for suc- | 
cess as a college education. 

The plan under which the life agent | 
should operate should be such as to pro- | 
vide a fund of at least $2,000 to $5,000 | 
for the child when he reaches the age of | 
18. That is the usual time when high | 
school training has been finished and 
when thoughts are settled on college. 
In many cases it may be desirable to | 
so arrange the plan as to afford a small | 
income during the high school period | 
with a lump sum at the time college is 
entered, with additional payments dur- | 
ing the college period. In many cases 
the agent should also arrange for a lump 
sum which will start the young man or 
woman in business after he or she has 
finished their college training. 

Providing for education through the 
means of life insurance has great ad- | 
vantages even though the parents live | 
and a steady income is assured from | 
independent sources. Through insur- | 
ance, the burden is spread over a num- 
ber of years and the very knowledge 
that an educational fund is growing for 
the child keeps him or her planning for | 
those years at college and makes it | 
much more likely that the high school | 
course will be taken advantage of in the | 
fullest measure. 

Systematic canvassing with careful se- 
lection of prospects is the only way in 
which an agent can take advantage of 
this potential market for life insurance. 
The salesman can very easily get good 
lists of prospects from the school rolls 
and by dividing them into the several 
grades in which the children are found, 
he can very easily work up a plan in 
advance to submit to the child’s parents. 


! 


| 





Rockwell to Speak in Little Rock 


Dr. Charles J. Rockwell of Pittsburgh, 
one of the leading figures in American 
life insurance, will be in Little Rock, 
Ark., for a series of lectures in connec- 
tion with the Home Life agency school, 
to be held Jan. 18-23. Dr. Rockwell for 
several years has been director of the 
division of life insurance salesmanship in 
the University of Pittsburgh, and re- 
cently resigned there to devote his en- 
tire time to agency instruction, lecturing 
and writing. Plans are under way for 
Dr. Rockwell to address the Little Rock 
Underwriters Association at a banquet 
to ie tendered in his honor during his 
Visit, 


Goes With Sun Life 


J. T. Wilson, manager and president 
of the Maritime Life of Halifax, has re- 
signed and has been appointed manager 
ot the Sun Life of Canada for Georgia 
with offices at Atlanta. B. Lockwood, 
secretary and actuary, is in charge of 
the company. 


New York Life Meeting 


The annual agency directors meeting 
of the New York Life is being held in 
Hot Springs, Ark., this week. The con- 
ference is being presided over by Vice- 
President Thomas A. Buckner. 


| vice-president; W. 


| Dr. O. H. Rogers, 


ance were L, Seton Lindsay, second 
H. Pierson, secre- 
tary; H. S. Ford, assistant secretary; 
medical director; 
Arthur Hunter, actuary, and Robert E. 
Dedell, field secretary, all from the New 
York office. 


HAD MEETING AT CLEVELAND 


Supervisor Earl J. Strickland of the 
Philadelphia Life Called His Men in 
for Conference 





The Cleveland agency of the Philadel- 
phia Life under Earl J. Strickland, su- 
pervisor, held its first meeting of the 
year Jan. 8. 

A. M. Hopkins, manager of agencies, 
from the home office was one of the 
guests. John York, who is well known 
as Cleveland’s largest personal producer, 
also as president of the Cleveland Life 
Underwriters, made a talk. J. S. Wil- 
liams, executive secretary of the Cleve- 
land Life Underwriters talked to the 
agents on the benefits of the association. 
There were eighteen people present con- 
sisting of the following: R. J. Speaker, 
Elyria, Ohio; Frank G. Stevens, La 
Grange, Ohio; E. S. Welch, Vermilion, 
Ohio; L. J. Hammerly, Canton, Ohio; 
H. W. Besse, Cleveland; Geo. E. Ben- 
nett, Cleveland; Herbert Payton, Cleve- 
land; E. Foote, Cleveland; E. E. 
Schwind, Bedford, Ohio; A. C. Schwind, 
Bedford, Ohio; F. A. Manary, Bedford, 
Ohio; H. Schoenbrun, Cleveland; R. C. 


| Clark, Bedford, Ohio; L. F. Ohliger, 
| Cleveland. 


Mr. Speaker of Elyria was third in 
production last month of all the agents 
of the company. The Ohio agency was 


| second in volume of paid-for business 
| of all agencies. 


The Strickland Agency 
is destined to produce $1,500,000 paid- 
for business during the New Year. The 


meeting was presided over by Mr. 
Strickland. 
H. R. Humphrey 
Expansion of its activities in the 


southern counties of New Jersey has 
prompted the Prudential to establish in 
Atlantic City a new ordinary insurance 
agency, which is located in the Central 
Pier building. This district is in charge 
of Harry R. Humphrey, whose appoint- 
ment as manager is announced. Mr. 
Humphrey has been a resident of At- 
lantic City for several years. He is son- 
in-law of David Baird, formerly United 
State senator. 

The company plans extensive devel- 
opment in the territory allotted to Man- 
ager Humphrey. 


President Darwin P. Kingsley of the 
New York Life announces through the 
bulletin of his company that he has 
gone through an eight weeks course of 
severe treatment for a gastric disturb- 
ance. The treatment he believes has 
been a great success. He is now appar- 
ently in good shape. 








| Sales Follow Calls 
| On the Prospects 


i 
! : 


Because: 
Calls start sales. 
Calls open doors. 
Calls overcome resistence. 
Calls father acquaintances. 
Calls invite friendships. 
Calls begot confidence. 
Calls carry messages. 
Calls excite curiosity. 
Calls create interest. 
Calls initiate plans. 
Calls develop ideas. 
Calls encourage initiative. 
Calls destroy procrastination. 
Calls defeat laziness. 
Calls bring leads. 
Calls convince doubters. 
Calls promote action. 
Calls clinch decisions. 
Calls close sales —Exchange. 


| 
= 








Other prominent officials in attend- 


ALES RESISTANCE is prac- 

tically eliminated in presenting 
our new Insured Savings Contract 
which matures either for cash or 
a non-taxable 5% income bond, 
cashable on demand at par. 


Our line of modern policies, with 
annual, semi-annual, quarterly or 
monthly deposit of premiums will 
appeal to your clients. 


Good openings for dependable 
fieldmen in California, Oregon, 
Texas, Oklahoma and other 
Western States. 





CALIFORNIA 
STATE LIFE 


J. R. Kruse, President 
SACRAMENTO 

















BUSINESS OPPORTUNITY 


A Chicago General Agency of one of the largest 
though most conservative Life Insurance Companies, 
desires the services of a man of energy and sales 
ability who has built up a personal acquaintance 
among business and professional men. The agency is 
equipped to give him a thorough education in life in- 
surance and an insight into the most proficient selling 
methods. Unusual opportunity for the right man to 
build up a large income. 
Address Q 56, 
The National Underwriter 
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Movement to Wreck Companies 


Tue NATIONAL UNDERWRITER is unalter- 
ably opposed to stock jobbing and com- 
mercial activities in life insurance where 
professional brokers are endeavoring to 
buy companies for their self aggrandize- 
ment regardless of whether the com- 
panies, agents or policyholders will be 
benefited or not. There is entirely too 
much mercenary spirit so far as the 
financial side of life insurance is con- 
cerned. 

We read now of an immense stock 
jobbing syndicate of $10,000,000 dimen- 
sions of which AtFrep M. Best seems to 
be the insurance advisor. The purpose 
of this syndicate is boldly announced to 
buy companies and merge them into a 
large institution, regardless of whether 
the smaller companies are functioning 
successfully or not, whether they are 
rendering satisfactory service, or 
whether agents, officers and policyhold- 
ers are happy in their position. If an 
attractive price can be paid for the stock 
it will be gobbled up and poured into a 
gigantic maw. 

We believe that this is a most dis- 
turbing and dangerous tendency in life 
insurance. There are cases where it is 
of great advantage for a company to be 
merged with another company. One 
company may find conditions confront- 
ing it that seem to make it unwise to 
continue as an independent entity. A 
company however should be merged 
with another company and the trans- 
action done only by those who are in- 
terested in improving conditions. The 
occupation of the professional buyer of 
companies should be frowned upon. The 
professional buyer has no sentiment in 
his makeup. He will disturb officers, 
agents and policyholders for the money 
he gets out of it. 

In the past few years there have been 
so-called brokers, roaming over the 
territory, seeking whom they may de- 
vour, They have attempted to unseat 
a number of companies. They have 
been successful in buying some com- 
panies that should have been continued. 


The smaller and medium sized com- 
panies that are well managed are per- 
forming a very valuable function in life 
insurance. They should not be dis- 
turbed. Agency contracts have been 
made in good faith. Anything that 
tends to upset happy relationships is 
destructive. 

We believe that the state insurance 
departments should take official cogni- 
zance of these predatory excursions that 
are being made throughout the life in- 
surance field by professional brokers. 
Here is an opportunity for the state 
departments to do some constructive 
work. Life insurance companies have 
been built up at considerable cost of 
money, time and energy. They should 
be safeguarded against the onslaught of 
professional buyers whose sole aim is to 
make something out of the deal for 
themselves. The American Lire Con- 
VENTION at its meeting in Louisville 
passed a resolution that is aimed at such 
practices. That organization should be 
militant in its crusade against life in- 
surance pirates. 

The time has come when all interested 
in honestly conducted life insurance 
should protest against the brazen at- 
tempts to disturb the business on part 
of professional brokers. Life insurance 
is something different than the ordinary 
commercial or industrial enterprise. It 
should not be exposed to trade and 
barter. Legitimate mergers and sales 
naturally must now and then take place, 
but these should be carried out in good 
faith without commercialism dominating 
the deal. 

Tue NaTIONAL UNDERWRITER is inter- 
ested in using its influence against the 
marauder who is brazenly going here 
and there attempting to purchase stock 
of companies for his own gain. The 
$10,000,000 syndicate of which Mr. Best 
is insurance advisor should not be shown 
a hospitable moment by those who are 
conscientiously endeavoring to advance 
the best interests of life insurance as an 
institution. 


Compliment to Agents 


SicnauL honor was paid to the life in- 
surance agents by Advertising Manager 
J. A. Price of the Prorres Savincs & 
Trust Company of Pittsburgh, in a re- 
cent address. The tribute coming from 
outside the ranks is particularly gratify- 
ing as it shows the increasing favor in 
which life insurance salesmen are held. 
Mr. Price said in that connection: 


“Who should be more glorified in the 
public estimation than the life insur- 
ance agent? He is the ambassador of 
a safe tomorrow, the only active, day in 
and day out personal influence for thrift 
in this spending country of ours. That 
he is succeeding in climbing to his 
rightful position is due to his own be- 
lief in himself and his work.” 


John M. Holcombe, chairman of the 
board of the Phoenix Mutual Life, is 
reported to be on his deathbed after 
nearly two years of partial invalidism. 
It is 52 years since Mr. Holcombe_be- 
gan his service with the Phoenix Mu- 
tual. Mr. Holcombe was the first 
actuary of the Connecticut insurance 


ganizing that department. He started 
his insurance career with the Connecti- 
cut Mutual in its actuarial department 


He then went with the Connecticut de- 
partment as actuary. He _ rendered 





actuary in Connecticut that the law re- 
quiring the valuation of policies went 
into effect. The Phoenix Mutual is a 
monument to the work of Mr. Holcombe 
of which company he was president for 
many years. 


Newton E. Turgeon, Buffalo general 


| college classmate of Calvin Coolidge. 
Mr. Turgeon recently, on reading Will- 
iam Allen White’s 


C. Backer,” a local club publication. 
Mr. Turgeon found Mr. W hite’ s book 
extremely interesting, intimate in much 


that it says and in spots almost discour- 
teous. It is largely accurate, he says, 
but overdrawn in some respects and at 


other times seriously and unfortunately 
inaccurate. 


A baby boy born to Mr. and Mrs. 
W. N. Smith of Madison puts W. Stan- 
ley Smith, commissioner of insurance for 
Wisconsin, in the grandfather’s class. 
Not only is the infant’s second nearest 
paternal ancestor involved in the insur- 
ance business, but the father as well be- 
longs to the fraternity, being an inspec- 
tor in the Madison office of the Wiscon- 
sin Inspection Bureau. 


Gustavus A. Walker, a former presi- 
dent of the Life Insurance Company of 
Virginia, and brother of John G. Walker, 
the present head of the company, died 
in a hospital in New York Jan. 8 fol- 
lowing an operation for peritonitis. Mr. 
Walker was. said to have been a large 
stockholder in the Life Insurance Com- 
pany of Virginia at the time of his death. 
He moved from Richmond to New York 
about 20 years ago. 


Commisioner Howard P. Dunham of 
Connecticut is also the official town 
judge of Wethersfield, Conn., the suburb 
where he resides. He had a unique case 
to try last week in complaints brought 
against a “witch” doctor whose methods 
caused the Wethersfieldites to bring 
charges. All of which is he!pful to in- 
surance in the continued attack against 
unqualified persons who give medical 
advice. 


On Jan. 13, Vice-President T. Louis 
Hansen of the Guardian Life of New 
York celebrated his 30th anniversary of 
active service with that company. The 
occasion was marked by an informal 
reception at the home office and he was 
congratulated by his friends and asso- 
ciates in the company. Thirty years 
ago Mr. Hansen began his career as a 
clerk in the actuarial department of the 
Guardian working through a number of 
desks in that department. It was in 
1910 that the Guardian decided to adopt 
more liberal features for its policy con- 
tracts. President Heye, who then was 
secretary, took the position that full ben- 
efits on these features could not be se- 
cured agency wise, unless there be es- 
tablished a properly organized agency 
department. At his suggestion, Mr. 


Hansen was put in charge of the new 
department. Mr. Hansen showed his 
aptitude for the new work at once. His 
successful supervision of the agency de- 
partment won him the position as 


department and was very active in or- | 
and was with that company two years. | 


distinguished service in the insurance | 
department because it was while he was | 


| 
| 
| agent for the Union Central Life, was a | 
| 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS | 





book on the Presi- | 
dent, wrote a review of it for the “B. A. | 


T. LOUIS HANSEN 
Vice-President Guardian Life 


dent and finally vice-president. Mr. 
Hansen’s first task was to form a uni- 
fied coordinated sales force working in 
close cooperation with the home office. 
Mr. Hansen is one of the best known 
agency men in the country. He has 
made a point of getting acquainted with 
general agents and agents of other com- 
panies in a friendly way. He has done 
much to popularize the Guardian Life 
in all quarters. 

| The engagement of Miss Marion Gor- 
don Tulley, daughter of William J. Tul- 
ley, general solicitor of the Metropolitan 
Life, and Mrs. Tulley, to Reeve Hoover 
of Washington, D. C., has been an- 
nounced by her parents. Miss Tulley 
was graduated from Westover in 1921, 
after which she studied two years in 
Paris. She was presented at the Court 
of St. James last May with her sister, 
Miss Alice B. Tulley. Before associat- 
ing with the Metropolitan Life Senator 
Tulley practiced law in Corning, and 
represented his district in the New York 
legislature for a number of years. 





President John H. McNamara and 
Treasurer William P. Kent of the North 
American Life of Chicago are both leav- 
ing for Florida this week where they 
will spend the winter. Mr. McNamara 
has been in the sanitarium in Battle 
Creek since the middle of November fol- 
lowing an operation. Mr. Kent has not 
been in good health. Both officials de- 
sire to get away from the rigors of the 
Chicago winters. 


Mr. and Mrs. Sens B. Hawley of 
Des Moines plan to leave this week 
for St. Petersburg, Fla., where they 
will spend the remainder of the winter. 
Mr. Hawley is president of the Great 
Western of Des Moines. 

The Great Western will celebrate 
President Hawley’s 70th birthday and 
the company’s anniversary this year by 
staging a silver jubilee campaign for 
new business. The company’s birthday 
is Jan. 15. President Hawley’s birthday 
comes Jan. 30. The company has been 
writing life insurance for the past three 
years. 


Col. Fred W. Vlening, well known 
financial man in Kansas City, Mo., is 
becoming financially interested in the 
Employers Indemnity of that city and 
has taken a large block of stock. 
Colonel Fleming was formerly vice- 
president of the Kansas City Life. He 
has been prominent in politics. He is 
cooperating with Vice-President Dennis 
Hudson in purchasing the large inter- 
est in the Employers Indemnity owned 








superintendent of agencies, then 
agency 


manager and _  vice-presi- 


by President E. G. Trimble. 
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LIFE AGENCY CHANGES | 














HASTIE ASSISTANT MANAGER 





Samuel Heifetz Is Shaping Up His New 
General Agency of the Mutual 
Life 





John R. Hastie has been made asso- 
ciate manager of the Samuel Heifetz 
eneral agency of the Mutual Life in 
hicago. This general agency has been 
opened in the Illinois Merchants Bank 
building. Mr. Hastie was formerly con- 
nected with the publishing business. He 
is at present senior vice-president and 
director of the Rogers Park National 
Bank. He went with the Mutual Life 
in the summer of 1924, and developed 
into one of the large personal producers. 
Mr. Heifetz is building a strong gen- 
eral agency. He started with the Mu- 
tual Life in 1912. For a number of 
years he has been the leading producer 
of the Mutual Life in the entire United 
States. During the last five years his 
annual production has been approx- 
imately $2,500,000. Since Mr. Heifetz 
went with the Mutual Life, he has paid 
for $22,000;000. He is only 40 years of 
age, but has established a_ remarkable 
record in life insurance. Mr. Heifetz 
has established a sales instruction de- 
partment in his agency which is under 
the supervision of William F. Dineen. 





APPOINTMENTS ANNOUNCED 





Equitable Life of Iowa Has Been Ad- 
mitted to Massachusetts and Estab- 
lished Two General Agencies 





The Equitable Life of Iowa has been 
admitted to Massachusetts, being the 
only company west of the Mississippi 
river licensed in that state. This makes 
the 26th state in which the company is 
now operating. The Boston agency 
covering several counties will be under 
the direction of Walton S. Redfield as 
agency manager and the Worcester 
agency will be in charge of Harry G. 
White as agency manager. 

Mr. Redfield has been in the life busi- 
ness since 1903, when he started with 
the New England Mutual at Providence. 
In 1909 he was made general agent for 
that company there. He continued until 
1920, when he went to Boston with the 
John Hancock Mutual. Mr. White has 
been in the business at Washington, D. 
C. His former home is in Massachusetts. 

Karl S. Hoffman has been appointed 
agency manager for the Equitable of 
Iowa, at Washington, D. C., succeeding 
F. M. Nettleship, resigned. He was for- 
merly a salesman in the Cedar Rapids 
agency of the Equitable. Recently he 
has been acting as supervisor of the 
Washington agency of the Sun Life of 
Canada. 





Harry M. Piper 


The Volunteer State Life of Chattan- 
Ooga announces the appointment of 
Harry M. Piper as general agent for 
several counties in extreme eastern 
Tennessee and territory in southwest 
Virginia, with headquarters at Bristol. 
Mr, Piper has fine standing among the 
life insurance fraternity of Tennessee 
and Virginia, being a large personal 
Producer and an agency man of no little 
ability. 





J. C. Smart 


J. C. Smart has succeeded A. M. 
Gooch as general agent for the Capital 
Life for Oklahoma. Mr. Smart was 
formerly manager of the collection de- 
partment of the Oklahoma City Federal 
Reserve Bank. 


Frank C. McDevitt 


Frank C. McDevitt, who has been 
connected with the Phoenix Mutual of- 
fice at Des Moines as special agent for 
Several years in the W. D. Bowles 














A Pocket Full of Pills 


Pills carried about in the pocket are of no 
therapeutic benefit. An agency contract, 
regardless of its commission scale, may 
be just as worthless. Its use determines 
its value. 


Every Lincoln National Life contract is 
made for usage. We show the agent who 
holds one how and where to get the busi- 
— that will make his contract worth 
while. 


Personal help in the field—a thorough 
educational course—circularizing assist- 
ance—a large range of policies and risk 
acceptance are factors which assure the 
value of a Lincoln National Life contract. 


Because Lincoln National Life agents get 
the full benefit of the commission scale 
under their contracts,they know it pays to 
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Life Companies! 


6% Real Estate Mortgages 
are a profitable investment 


ie Irving National Mortgage Company, an 
experienced and conservative house, offers to 
insurance companies for investment an unusually 
attractive group of 6% First Mortgages which meet 
in every particular the requirements of insurance 


companies, 


All of these mortgages are secured by First Mort- 
gages on Improved Real Estate located on Chi- 
cago’s Great Northwest side, a stable and flourish- 
ing section of the city. They are offered only after 
a most thorough investigation of the property and 
borrower and after receiving the approval of a loan 
committee composed of Real Estate men, Contrac- 
tors and Bankers of wide experience. 


This proposition is sound and awaits your investi- 


gation. 
to advantage. 


We are confident that we can serve you 


Irving National Mortgage Co. 


Under National Bank Management 
4201 Irving Park Blvd. 


CHICAGO, ILLINOIS 


Offices with 
Albany Park National Bank 


Irving Park National Bank 


Portage Park National Bank 
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|in charge of the Omaha office of the 
|company. He will have all of Nebraska 
j and the two western rows of counties 
| in western Iowa as his territory. Mr. 
| McDevitt has been president of the Des 
| Moines Association of Life Underwrit- 
ers. 


Wood & Edwards 


The partnership of Wood & Edwards, 
| State managers at Oklahoma City for 
| the Federal Life, has been dissolved. 
| T. J. Wood, who for a number of years, 
| even previous to his connection with 
| Mr. Edwards, was general agent for 
| the company, has retained this agency. 


| tion of Life Underwriters. 


Minnesota Mutual Appointments 


| New appointments by the Minnesota 
Mutual are: K. M. Olson has been ap- 

| pointed general agent at Fort Dodge, 

| lowa; Walter S. Preble, at Aberdeen, 
Wash.; F. H. Terhaar, at San Diego, 
Cal.; Phil Collins at Bakersfield, Cal.; 
Moscrip & Van Winkle, general agents 
at Bellingham, Wash., Mr. Moscrip for- 
merly having represented the company 
at Priest River, Idaho. 


C. H. Churchwell 


Charles H. Churchwell has been ap- 
pointed general agent of the Atlantic 
| Life at Corinth, Miss. The company 
now has three general agencies in 
Mississippi. Mr. Churchwell was pre- 





Agency, has been transferred to Omaha 


| Hall Edwards, his former partner, is , 
| treasurer for the Oklahoma Associa- | 
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viously with the Equitable of New York 


He is a graduate of the University 
Tennessee. 





John F. Day 
Moore & Summers of Boston, genera! 


agents of the home office agency of the 
New England Mutual Life, have added 
to their organization in Boston as di- 
rector of sales, John F. Day, who, prior 
to Jan. 1 was general agent of the 
company at Providence, R. I. Previous 
|to going to Providence Mr. Day was 
| for some five years with the agency to 
which he now returns. 





W. H. Whitney 


W. H. Whitney, with the Phoenix 
Mutual for 16 years and one of its gen- 
eral agents at Cleveland, has joined the 
Cleveland force of the Mutual Life. 





} Gaunt & Harris 

Gaunt & Harris, fire and general line 
agents in Louisville, have taken on life 
insurance as well, becoming state agents 
for the Pan-American Life of New 
Orleans. 








Life Agency Notes 


A. J. Hargrove of Boonville, Ind., has 
been appointed agent for the Peoria Lif: 
for Warrick county with headquarters 
at Boonville. 

A. W. Perkins will open an office for 
| the New York Life at Kenosha, Wis 
| Mr. Perkins has been a life underwriter 
for five years and the new office repre- 
sents a necessary step in taking care of 
a large and growing clientele. 

















EASTERN STATES ACTIVITIES 











GIVE -WELCOME TO WILLIS 





| President Hunt of Cleveland Life Is 
Host at Dinner to New Manager 

















CHICAGO NATIONAL LIFE 
Ranks Third 


There’s a Reason 


The following figures taken from the official report of the Insur- 
ance Department of Illinois show the amount of new business written 
in 1924, by the Legal Reserve Life Insurance Companies of IlIlinois in 


their home state. 
written in other states. 





Our Company is growing fast. 


his does not include insurance in force or business 


eSenQue ene 5 


un eniaeGes 


Our policy contracts are simple and liberal. 

Our premium rates are as low as the lowest. 

We pay liberal commissions to our agents. 

Territory open in Illinois, Indiana, Iowa, Kentucky and Missouri 


For further information address 


A. E. JOHNSON 


Agency Manager 


202 South State Street 


Chicago, Illinois 





of Sun Life of Canada 





CLEVELAND, O., Jan. 14—Not so 
| very long ago, a company entering a 
new field did so with the “cussings” of 
| the companies already established. Now, 
| however, in Cleveland they give a dinner 
| of welcome to the newcomer. 

| Such was the occasion when William 
|H. Hunt, president of the Cleveland 
Life, entertained about 40 prominent life 
| underwriters, bankers and other Cleve- 
land business men with a dinner in honor 
of Joseph N. Willis, the new Ohio man- 
ager of the Sun Life of Canada, and 
C. F. V. Branch of Montreal, assistant 
secretary of the company. The Sun Life 
entered Ohio and the local field Dec. 1. 
Mr. Hunt warmly welcomed Mr. Willis 
and Mr. Branch, stating that there was 
sufficient business for all in Cleveland, 
and praised the high standards of service 
of the Sun Life. 

John H. York, president of the Cleve- 
land Life Underwriters Association, 
welcomed Mr. Willis on behalf of the 
association, outlining to him the high 
ethical plane of life underwriting exist- 
ing in Cleveland and the “live and let 
live” policy of the members of the asso- 
ciation. It was brought out that Mr. 
Willis, formerly a resident of Richmond, 
Va., was the first president of the Rich- 
mond Life Underwriters Association. 

Other greetings were extended by 
J. Arthur Howse, president of the 
Guardian Trust Company; E. W. 
Christy, supervisor of agencies of the 
United States Life; W. Wilson, 
manager of the Aetna Life and affiliated 
companies; Herman Moss, general agent 
of the Equitable of New York, and 
Harold Pearce, general agent of the 
Guardian Life. 





Attributes Increase to Automobile 


H. M. Holderness, secretary and 
superintendent of agencies of Connecti- 
cut Mutual Life, at the annual confer- 
ence of agents of the company from 
Massachusetts, Vermont, New Hamp- 








field last week, attributed the great in- 
crease in fife insurance business in the 
last few years largely to the increasing 
use of automobiles. His argument was 
that since the average man has so fre- 
quently had the value of insuring his au- 
tomobile demonstrated, he has come to 
realize the value of insurance and has 
consequently insured his life more heav- 
ily. Jacob H. Greene, vice-president: 
Walter J. Stessel, general agent for east- 
ern Massachusetts and New Hampshire, 
and Leslie M. Martin, chief actuary, 
were also speakers at the conference. 





Detroit Life Shows Gain 


President M. E. O’Brien of the De- 
troit Life announces the total business 
written by the agency organization in 
Michigan for 1925 was $21,867,000. This 
compares with $17,049,000 in 1924, an 
increase of $4,818,000, or 34 percent. In 
December the business written totaled 
$2,971,019, compared with $1,206,000 in 
December, 1924. The paid-for record for 
December was the greatest in the his- 
tory of the company, totaling $2,225,000. 
The paid-for business totaled $16,000,000 
and the aggregate business now in force 
is $55,000,000, an increase of $10,000,000 
in 1925. 


New York Agencies’ Record 


The New York City general agencies 
of the Penn Mutual Life paid for $35,- 
032,402 new insurance during 1925 to 
which amount che ,vur leading azeroe3 
contributed as follows: J. Elliott Hall, 
$20,032,402; Williams & Hyde, $4,109,- 
055; Rooney & Vermilye, $4,128,551; J. 
A. Goulden & Son, $2,781,531. The J. 
Elliott Hall record is a most remark- 
able one in view of the fact that this 
agency is orly 15 months old. 


Open Buffalo Convention 


The first national sales conference 
ever arranged by a local life insurance 
agency, the three-day convention of Mu- 
tual Benefit agencies arranged by the 
Johnston & Monser agency of Buffalo. 
opened there Thursday. 

C. G. Monser, director of the Buffalo 
agency, has charge of the program. 
Every minute of the convention time 
will be occupied with selling talks and 














shire and Connecticut, held in Spring- 


the intensive study of sales methods un- 
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der the management of nationally known | Ohio was held at Cleveland last week 


leaders and instructors. 
speakers secured are Dr. S. S. Huebner, 
Clay W. Hamlin, W. H. Beers and Sam 


Sturm. 
Philadelphia Life Meeting 
review meeting of the 





The annual 


Among the | with 30 in attendance. 


Speakers were 
John H. York, president of the Cleve- 
land Life Underwriters Association; 
A. M. Hopkins, manager of agencies, 
and E, J. Strickland, the local general 
agent. Business reported written in 


| 1925 was nearly double that of the year 
Philadelphia Life agents of northern | previous, 
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NEW INSURANCE-LOAN PLAN/|CODE HEARINGS SUSPENDED 





Novel Combination Arrangement Pro-| Kansas Body Will Consider Proposals 


posed by Federal Reserve of 
Kansas City 


A new angle in life insurance, at least 


of Companies at Sessions 
This Month 





TOPEKA, KANS., Jan. 13.—There | 


so far as Kansas is concerned, has been will be no hearings held by the code} 


developed by the Federal Reserve Life | commission this month. 
of Kansas City, Kan. The company has | on January 18 will be 


applied for a charter for the Federal 
Savings & Loan Association of Kansas 
City and proposes to operate the two 
companies cooperatively. M. G. Vin- 
cent, a vice-president of the life com- 
pany, is to be president of the loan 
association. The latter is to be strictly 
a building and loan organization for 
handling savings accounts and making 
loans on real estate for home owners. 
But it is in the operation of the loan 
business that the life insurance company 
gets in. i 
When a man takes out a loan certifi- 
cate an agent for the life company will 
be promptly on the job and will present 
a proposition that at a very small addi- 
tional cost, approximately 1 percent, the 
man can guarantee himself protection 
for his loan. The usual rate of interest 
allowed in Kansas will mature $1,000 in 
a building and loan association in ten 
years on a payment of less than $8 a 
month. The building and loan associa- 
tion and the life insurance company 
propose that for $8.57 a month the 
certificate holder will not only mature 
his certificate but he will have $1,- 
000 of life insurance as a guaranty 
for it. In other words, by the pay- 
ment of the extra amount the life com- 
pany will guarantee to mature the loan 
certificate and pay the balance to the 
estate if the holder should die. If the 
man lives for the ten years and makes 
the 120 payments he has a certificate for 
$1,000 which he can collect in cash. He 
also has a life insurance policy on which 
the premium has been paid for ten 
years. He can withdraw the cash on 
his certificate and take the cash surren- 
der value of his policy, or he can leave 
both to continue for another ten years 
on a guaranty that the certificate will 
pay 4 percent and annually and mature 
the life insurance policy in another ten 
years. Thus the man with a matured 
certificate can draw the interest on $1,- 
000 for ten years and at the end of the 


period he will still have his $1,000 in | 


cash and also a paid-up life policy for 
$1,000. He also has had $1,000 of pro- 
tection for the entire 20 years. 


tc a consideration of the proposals of 
the fire and life companies. Each of | 
these groups presented complete codes. | 

The plan of the commission is to com- | 
plete in a general way this month a/| 
tentative draft of the laws relating to 
the two classes of companies. In Feb- 
ruary it will hear the fire mutuals and 








possibly the reciprocals. In March the 
fraternals are scheduled for a hearing 
and possibly the casualty and surety 
men as well. The surety hearing may 
be delayed until April. Hearings will 


| returned by M. N. 


be discontinued during May and June | 


and the commission will work out the 
tentative drafts of the general insur- 
ance laws and the sections directly ap- 
plying to the different classes. 

By July the commission will have 
printed copies of the general laws de- 
cided on and also the sections applying 
to each different class, which will be 
sent out not only to the company or- 
ganizations but also to each company 
doing business in the state. During the 
summer the companies will have an op- 


portunity to study the proposed code | 


as submitted by the commission and be- 
ginning in September it is planned to 


hold further hearings for each class of | 


companies to discuss the new code. 
The November and December meetings 
of the commission will be devoted en- 


The meeting | tirely to developing the final drafts of 
devoted entirely | the code and making plans for present- 


ing it to the legislature. 





Hatcher Agency’s Great Record 


Statement that nearly $5,000,000 of in- 
surance was written by agents of the 


| 


the prosperity to which that state has 
Hatcher of Fargo, 
head of the North Dakota state agency. 
The statement was made at a two-day 
convention of the company last week in 
Fargo. The year 1925 was termed the 
best year in the history of the company 
for North Dakota. 

Eighteen full time Great West men 
were in Fargo for the convention. Three 


|} of the home office officials from Win- 


| 


nipeg were also in attendance: A, Jar- 
dine, secretary and general manager of 
the company; G. W. B. Gilbert, credit 


| department, and H, A. Cameron, pub- 


licity department. 





St. Louis Agency’s Conference 


L. B. Van da Linda, manager of the 
St. Louis agency of the New England 
Mutual Life, arranged an agency con- 
ference there on Jan. 9, to prepare the 
company’s agents to give the very broad- 
est professional life insurance service to 
their clients and prospects, 

At the morning session the speakers 
were Julius H. Meyer and Edgar C. 
Fowler of Chicago, Albert Stix of the 
Mutual Benefit, St. Louis, and Mr. Van 
da Linda. Ralph B. Campbell of the 
St. Louis agency was chairman of the 
meeting. In the afternoon the speakers 


Great West Life in North Dakota in | were W. H. Meub of Indianapolis, Hor- 
1925 was offered as an indication of ' ace R. Davis, representative of George 











The state charter board heard the ap- 


plication last week and continued the 
hearing so that it might make further 
investigations before acting on 
charter. 





To Appoint Iowa Manager 


Vice-President E. S. Ashbrook of the | 


North American Life of Chicago ex- 
pects to go to Des Moines in a couple 
of weeks to appoint a successor to the 
late J. H. McCarthy, who was state 
manager of the company. Mr. McCar- 
thy was also a director. He died sud- 
denly about the middle of December. 





Criswell Has New Office 


The Chicago Life Underwriters Asso- 
ciation has established headquarters in 
the Webster building, 327 South La Salle 
street, Chicago. Managing Director 
Clinton F. Criswell has now taken 


charge of the new office. 


the | 
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Perhaps the most comprehensive field 
development program in existence today. 
One phase is described in this advertise- 








Agents operating under the American Central Plan KNOW. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 


canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are profession- 
alizing their insurance work and their insurance service. 


We are now operating in twenty-three states, and under certain conditions will 
Details of the American Central Plan.and our methods 
of operation will be given gladly to any one interested in considering a connec- 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE CO. 
INDIANAPOLIS 


How Can You Tell a 
Prospect ? 


HEN you call upon a man—give him many of your precious and val- 
do you know whether he is physically, financially and 
morally able to do business with you? 


It’s worth hundreds of dollars a year to KNOW. 














ESTABLISHED 1899 
HERBERT/M. WOOLLEN, President 
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Feunded: 1867 


Satisfied Policyholders 


More than 67% of all insurance written by 
this company since 1867 is still in force to- 
day. What better evidence could there be that 
policyholders appreciate the “golden rule” 
service of Iowa’s Oldest Company ? 


Men desiring to become agents for a good, 
old line company will realize the advantage of 
a contract with this company of satisfied 
policyholders. 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA Home Office: Des Moines 

















What Do You Sell? 





Service, Company, or Policy 


—which? 


All three are important, of course. But to 
our mind the policy is especially so. If 
you agree that the actual contract itself is 
deserving of careful attention and compari- 
son on the part of the agent, we invite you 
to consider seriously the United Life policy, 
“A Policy You Can Sell.” 


Any natural death.......++++0++: $ 5,000 
4ny accidental death..........+- 10,00° 
Certain accidental deaths......... 15,000 


Accident Benefits $50 per WEEK. 
Also Disability Income, Waiver of 
Premiums, etc. 





| ALL IN ONE POLICY | 





If there is an opportunity open in your 
town, our Vice-President, Mr. Eugene E. 
Reed, will tell you all about it. Write him 
direct—and directly. 





UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord 


i 


New Hampshire 


i 


Inquire! 











The Mutual Life Insurance Company 





The Mutual Life Insurance Company of New York has a 
record of EIGHTY-THREE YEARS of prosperous and success- 
ful business. It has passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 





THE MUTUAL LIFE 


Those considering life insurance as 
a profession are invited to apply te 


of New York 


34 Nassau Street, New York 





H. Beach eilentias 
hart, vice-president of the First National 
Bank of St. Louis. Arch E. De Bow 
of the St. Louis agency was chairman. 
In the evening a banquet was held at 
which Mr. Van da Linda was the host 
to the agents and their wives. 


Davenport Agent’s Good Record 
Henry M. Meese of Davenport, Ia., led 


the eastern Iowa field for production in | 
attained | 


1925 for the Travelers. He 
membership in the two life clubs, one 
for writing more than $100,000 of busi- 
ness and the other, $250,000, and also’ 


and W. F. Gep- | 


j 
the accident and health clubs, one for 
turning in more than $1,000 in premiums 
and the other, $2,500 in premiums. 

Mr. Meese will be eastern Iowa's sole 
representative at the annual conference 

of leaders in Hartford March 15. 


Crawford Agency’s Dinner 


W. F. Crawford, general agent of the 
Equitable Life of Iowa in Chicago, with 
offices in the Conway building, will give 


| his annual agency dinner Jan. 11 at the 
Hamilton Club. Twenty-five or 30 
agents will attend the dinner- 














IN THE SOUTH AND SOUTHWEST 














SOUTHLAND LIFE CONVENTION | 





Took Agents to New Orleans in Cele- 
bration of Reaching $100,000,000 
in Force Mark 





At its $100,000,000 convention held in 
New Orleans last week to celebrate the 
passing of this notable milestone in its | 
development, the Southland Life enter- 
tained more than 250 agents from Texas, 
Tennessee and Mississippi. One of the 
principal points of the meeting was the 
explanation to the agents of the publicity | 
campaign which the Southland Life is | 
undertaking. It was stated that the | 
Southland Life is the first company west 
of the Mississippi to establish a depart- 
ment of public relations and to launch a 
campaign for regular, planned and con- 
sistent advertising, especially newspaper 
advertising. Lorry Jacobs is director of 
the new department of public relations. 
Sydney P. Miller of Dallas was awarded 
first prize for the best service to his | 
clients, his company and the public in 
general. A. C. Bayless of Dallas won 
a loving cup for his unusual activities, | 
and the Dallas agency also won a cup 
for production in the recent contest. 
agents traveled from the home office at 
Dallas, Tex., by special train for the 
two-day convention at New Orleans. 





Welcomes Virginia Legislators 


Following a suggestion of the Rich- 
mond chamber of commerce that every 
effort be exerted by the people of that 
city to make the members of the gen- 
eral assembly feel thoroughly at home 
during their 1926 session, which opened 
Jan. 13, Samuel B. Love, Virginia man- 
ager for the Mtutual Life of New York, 
recently mailed invitations to all the 
legislators to visit his offices in the 
Mutual building during the session at 
any time they might feel so disposed 
and to make themselves at home. 
were advised that Richmond morning | 
and evening papers would be available 
each day and that the phone for city 
use, as well as other conveniences, would 
be at their disposal. 





Fifth Brother in Field 


in Richmond, under Samuel B. Love, 
Virginia manager of the company. In | 
taking this step, he followed in the foot- 
steps of four of his brothers, Charles G. 
Taylor, Jr., Herbert C. Taylor, James 
Q. Taylor and Clifford D. Taylor, all 
of whom also started out with the Mu- 
tual Life in Richmord. Charles G. 
Taylor, Jr., is now assistant manager 
and actuary of the Association of Life 
Insurance Presidents. James Q. Taylor 
is chief underwriter of the Northwestern 
National of Minneapolis. Herbert C. 
Taylor is now in the fire insurance busi- 
ness, being special agent in Virginia for 
the Franklin of Philadelphia. Clifford 
D. Taylor entered another line of busi- 
ness after fighting for his country in 
France during the World War and is 
now in San Francisco. George G. Tay- 
lor has been connected with a commer- 
cial house in Richmond for some years 
and has had no previous experience in 
life insurance. 





The ' 


They | 


George G. Taylor has joined the sales | 
forces of the Mutual Life of New York | 


NEW COMPANY IN FLORIDA 





| Union National Life Has Been Incor- 
porated at St. Petersburg with John 
Calhoun Robertson President 





The Union National Life of Florida 


| has been incorporated with the home 
office at St. Petersburg, Fla. The offi- 
| cers are all well known life insurance 
men. John Calhoun Robertson is presi- 
| dent, Thomas P. Wharton, vice-presi- 
dent and general manager, L. D. Heck- 
| man, secretary and treasurer, and Dr. 
John L. Davis, medical director. Mr. 
| Davis was formerly medical director for 
the Union Central Life and Pacific 
Mutual. 





Launch Pioneer Agency Club 


The Pioneer Agency Club of the field 
forces of the Pioneer Life was organ- 
ized the other day at a meeting of gen- 
eral agents gathered from various parts 
of the,state and held in the home office 
|of the company at Greenville, S. C. 
J. D. Gilbert of Greenville, having writ- 
ten the largest volume of personal. busi- 
ness in 1925, qualified as president; J. 
| Arthur Tuten of Charleston, as first vice 
president, and Fulton F. Rogers of 
Greenville, as second vice president. It 
was announced that paid-for business 
the past year amounted to more than 
$3,000,000. 





Gets $3,897 Premium 


A_ $50,000 case was recently written 
by Rufus C. Knight, agent at Boykins, 
Va., for the Atlantic Life. The insured. 
who is 64 years old, paid a premium of 
$3,897 for a 20-payment non- participat- 
ing contract. 


New York Life Oklahoma Meeting 


L. Seton Lindsey, vice-president of the 
New York Life, will be among the 
speakers at the state conference in Okla- 
homa City. Dick Oliver of St. Louis, 
inspector of agencies, will also be on the 
| program. The conference will be in the 
form of a celebration of the last six 
years of business in the state, E. G. 
| Bewley, general agent, announced. 





Oklahoma Agency’s Good Record 


With a $7,273,000 paid business to its 
credit for the year 1925, the Englesman- 
Goldstandt general agency for the Equit- 
able Life of New York in Oklahoma an- 
nounced a million dollar increase over 
its total of last year. E. A. Braniff was 
leader with $651,000. 








PACIFIC COAST FIELD | 











NORTHERN LIFE GOOD YEAR 
Seattle Company Reported $31,000,000 in 
New Business Which Meant a Most 
Excellent Achievement 





SEATTLE, WASH., Jan. 14—The 
Northern Life of this city has closed a 
very successful year with $31,000,000 new 
business. This is more than double any 





previous year’s new business. The com- 
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pany was started in 1908. | 
gan, the president, has established a very 
sterling company of which the citizens 
of Seattle are proud. Of the new busi- 
ness more than $13,000,000 came from 
California. ; ; 
ington, Oregon, California, Idaho, Ne- 
yada, Utah, Colorado and Alaska. 





Show Southern California Results 


In order that the institutions of life 
insurance may benefit by publication in 
the daily press of Los Angeles of a re- 
view of business in southern California 
in 1925, George W. Ayars, California 
supervisor of the Phoenix Mutual Life, 
has undertaken to secure from the com- 
panies and general agencies operating 
in this field informatiron in detail cov- 
ering their experience in this period. 
This step is assured the support of the 


D. B. Mor- | 


of any company or companies, but will 
show the total new insurance paid for 
in 1925 by all companies operating in 
southern California and the total amount 


|of matured endowments, annuities and 


It now operates in Wash- | 


death claims paid; also the total premi- 
um income received during this period, 
both on old and on new business. 





Lewis & Clark Life 


| 


The Equity Life of Great Falls, Mont., 
| has changed its name to Lewis & Clark | 


Life. 
tory of the west. 
its new name hopes to benefit the terri- 
tory and its people as much as did the 


This is reviving interest in his- 


| explorers in the famous Lewis & Clark 


newspapers and it has the apnroval of | 


President Chas. E. Bent of the Life Un- 
derwriters’ Association of Los Angeles 


expedition. 





Idaho State Deal Approved 


The purchase of the Idaho State Life 
by the Occidental Life of Los Angeles 
has been officially approved by the Calli- 


and of Fred C. Hathaway, president of | fornia attorney general’s office and the 


the Life Managers’ Club. 


actual transfer will now be rapidly com- 


The review will not mention the name pleted. 














.IN THE ACCIDENT AND HEALTH FIELD 














The company under | 


| 
| 


UNUSUAL INDUSTRIAL RECORD | LIST CONFERENCE SPEAKERS 








C. G. Chapman, United States National | Partial Program for Accident and Health 


Life & Casualty Agent at Pitts- 
burgh, Sets Fast Pace 





C. G. Chapman, agent of the United 


States National Life & Casualty of Chi- | 


cago carries an industrial debit of over 


Meeting at Detroit March 2-3 Is 
Announced 





Inasmuch as the midwinter meeting of 
the Health & Accident Underwriters 
Conference at Detroit March 2-3 is to be 


$400 in Pittsburgh. Pa. In the past four | a celebration of the 25th anniversary of 


years he has made over $1,000 industrial 
life, accident and health increase. His 
records for the last two years are: 
$271.90 increase and 99 percent collec- 
tion for 1924, and $310.90 increase and 
99 percent collections for 1925. Mr. 
Chapman also writes a big volume of 
commercial and monthly payment acci- 
dent and health, automobile personal 
accident and intermediate life business. 


! 
| 


the formation of the old Detroit Confer- 
ence, of which the present organization 


| is an outgrowth, the history ot the con- 


In all lines in 1925, Mr. Chapman wrote | 
2,498 applications, an average of 227 per 


month, not counting his vacation month. 

This is probably the most remarkable 
record that has ever been made in the 
industrial insurance business. A most 


unusual feature of Mr. Chapman’s career | 


is that he has never had a bad week. 
He credits his success to hard work and 
the use of the endless chain system. All 
of Mr. Chapman’s policyholders work 
for him and his company. A company 
represenative accompanying him for one 
day noted that 


14 policyholders called | 


his attention to people who wanted him | 


to call. Work, system, personality, and 
service are his trump cards. 


Accident Case Decided 


When Death of Aggressor in Encoun- 
ter Is Not Accidental—Suit on double in- 
demnity clause of life insurance policy 
for claimed accidental death. Holcomb, 
the insured, had a quarrel with Green 
and threatened to kill him if he found 
him in his house again. Later he went 





to a place where he knew Green would | 


be, accused the latter of improper rela- 
tions with his wife and demanded that 
he leave the city. Green refused and 
insured drew a pistol and shot him. 
Green, returning the fire, killed insured. 
Held that plaintiff could not recover on 
the double indemnity clause. Where in- 
Sured js the aggressor and knew or 
Should have anticipated that the other 
might kill him in the encounter, the 


ference and reminiscences of its early 
days will quite naturally be given a 
prominent place on the program. 

Even among the old timers in the or- 
ganization there have been some ques- 
tions raised in regard to the beginnings 
of the Detroit Conference—just how it 
started, where the first meetings were 
held, and who attended. V. D. Cliff, 
president of the Federal Casualty of 
Detroit, who was one of the charter 
members of the Conference and its pres- 
ident for two years, in 1906-07, is pre- 
paring a paper for this meeting on “The 
Origin of the Conference.” A. E. For- 
rest, of the North American Accident, 
who was writing accident and health 
insurance before the old Detroit Confer- 
ence was formed and is one of the best 
qualified men in the country on the his- 
tory of that business, is to speak on 
“Accident and Health Insurance—Past 
and Future.” 

R. Perry Shorts, at that time resident 
vice-president of the Massachusetts 
Bonding, who was president in 1915-16, 
just after the Health & Accident Un- 
derwriters Conference had been formed, 
but has been out of the insurance busi- 
ness for a number of years, will be back 
with his former associates at the Detroit 
meeting to give an address on “The 
American Business Man.” 

One of the biggest hits at the mid- 
winter meeting is expected to be the 
talk of Dr. Morris Fishbein, editor of 
the Journal of the American Medical 
Association, who has attracted especial 





| attention by his recent book, “Medical 


death is not considered accidental. Oc- | 


cidental Life vs. Holcomb, U. S. C. C, A., 
Fifth Circuit. Decided Dec. 30. 





Goes With American Liability 


The American Liability of Cincinnati | 


has employed Lloyd N. Ambler, formerly 
with the General Accident at its head 
office in Philadelphia, to take charge of 
the accident and health department. He 
has been associated with the General 
Accident for the past 21 years and is 
Prominent in accident and health insur- 
ance in Philadelphia. He is popular and 
has frequently made addresses at con- 
ventions, 


Follies.” He will speak on “Rejuvena- 
tion and the Prolongation of Life.” Dr. 
Fishbein is an informative as well as a 
humorous speaker and much interest is 
taken in his address. 

Executive Secretary Harold R. Gor- 
don is rapidly rounding up the other 
features of the program, which promises 
to be one of the best ever presented at a 
meeting of the Health & Accident Con- 
ference. 


Will Write Group Disability 


Ford & Blosser. general agents for the 
Aetna Life at Toledo, have heen given 


equal privileges with W. G. Wilson for 
writing group disability business in his 
| territory, while General Agent Frank C. 























writing: 


But you may say you did work hard with meagre 
results in comparison to your labors. 
what Elbert Hubbard said about SUCCESS: 


If so read 


“A SUCCESSFUL man is one who 
has tried, not cried; who has worked, 
not dodged; who has shouldered re- 
sponsibility, not evaded it; who has 
gotten under the burden, not merely 
stood off, looking on giving advice 
and philosophizing on the situation. 
The result of a man’s work is not the 
measure of success. To go down with 
the ship in storm and tempest is bet- 
ter than to paddle away to Paradise in 


a canoe. 
succeeded—we 
time. 
Harvest—we can only sow.” 


leave the 


New Year 


H. B. ARNOLD, President 


COLUMBUS, OHIO 


IN FORCE $75,000,000 








To have worked is to have 
result 
Life is too short to gather the 


to 


We extend to you our best wishes for a Prosperous 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


“Its Performances Exceed Its Promises’’ 


ADMITTED ASSETS OVER $11,000,000 


A New Year Message 


Old man NINETEEN-TWENTY-FIVE is gone 


F he was kind to you we rejoice with you in the 
happiness that is yours. At any rate we com- 
mend you to the NEW YEAR with its promise of | 
wonderful opportunity disguised as hard work. A 

prominent Midland underwriter recently quoted | 
that truthful statement about life insurance under- | 
“If you work life insurance hard it’s an 
easy business, but if you work it easy it’s a mighty | 
hard business.” 














Springfield Life Insurance Company 


HOME OFFICE: 


(1) 


(4) 








C. Hubert Anderson, Supt. Agencies 


A MuTuat Leoat Reserve Lire INsuRANCE ComPANY 





AGENTS WANTED 











We offer to Agents who CAN— 


Liberal first year commissions 


Large actual prospect lists 


Business in Force $80,000,000 


Springfield, Ill. 


SPRINGFIELD, ILLINOIS 


(2) Liberal renewals—thus insuring a permanent income 
(3) Actual—not promised—home office co-operation 


A. L. Hereford, President 
Springfield, Til. 
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Zart of Cincinnati has been granted the 
same privilege equal with W. G. Wilson 
in the Ohio territory, which falls in his 
district. 

Edwards & Baker, general agents for 
the Aetna Life in Detroit, are also going 
to write group disability insurance with 
equal privileges with the Grand Rapids 
branch office, and also with Manager T. 
J. Bosquett at Detroit. 


Accident Men Organize 


The local accident and health mana- 
gers in New York City have organized 
an association. The main factors in the 
new body are Harry J. Miller, Metropoli- 
tan Casualty; Fred Burgoyne, Union In- 
demnity, and Harry G. Helm, United 
States Fidelity & Guaranty. 


Will Appoint Accident Agents 


The United States Fidelity & Guaranty 
will start new field activities in its acci- 
dent and health department Jan. 15. In 
all cases where production from the 
present agents has been unsatisfactory, 
separate agency agreements covering 
accident and health lines will be issued 
to a new local agent. 








Life and Casualty Changes 


Cc. C, Adams, district manager for the 
Life & Casualty at Covington, Ky., has 
been promoted to district manager of 
the Birmingham office. Mr. Adams 
established the Covington office 3% years 
ago and built up a large debit besides 


leading all the offices of the company 
in the northwestern district. At Bir- 
mingham Mr. Adams will have a staff 
of 70 men. 

E. P. Arnold, formerly a special agent 
out of the home office, will succeed Mr. 
Adams as district manager at Covington. 





United States Mutual Meeting 

The agency force and managers of the 
United States Mutual of Chicago held 
a banquet last week with O, T. Hogan, 
president and founder of the company, 
presiding. The principal speaker was 
H. G. Rockwood of Springfield, Ill., sec- 
retary of the Continental-Commercial 
Finance Corporation. The company made 
much progress last year the premium 
income being well over $500,000. 


Merchants Life Managers’ Meeting 


A two-day meeting of agency man- 
agers for the’ Merchants Life was held 
in Des Moines last week, at which time 
plans for increasing the volume of busi- 
ness in 1926 over the volume in 1925 
were made. The managers attending 
the meeting included E. F. Perrine, E. F. 
Brown and A. F, Holve of California, 
A. G. Green and J. E. Morrison of Mich- 
igan, J. H. Radcliffe of Illinois, A. S. 
Maddox and E. L. Balz of Iowa, C. J. 
Fust of Minnesota, F. A. Ferguson, 
home office special, and H. E. Jackson, 





agency supervisor, 
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‘CONDUCT MILITARY CAMPAIGN 
American Bankers of [Illinois Puts 
Entire Field Force Under Martial 
Rule During Drive 





The American Bankers of Illinois is 
opening a nation-wide campaign in 
honor of the 20 years that President 

H. ‘Rowe has been chief executive 
of the company. This plan was decided 
upon at the industrial managers’ conven- 
tion held at the executive office of the 
company at Jacksonville, Ill., recently, 
when 20 of the older managers met in 
a session and decided upon a move 
to carry out the campaign. There were 
175 managers in attendance at the con- 
ference from the 34 states in which the 
company operates. 

This program is to be a military cam- 
paign in the strictest sense of the word 


and, under the plans, the entire field | 
force is to be put on a military footing | 


for the next three months. The man- 
agers selected F. H. Rowe as com- | 
mander-in-chief of the American Bank- | 
ers field forces; R. Y. Rowe, colonel | 








Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 





commanding the military operations: ¢ 
Y. Rowe, lieutenant-colonel, and Harold 
| Welch as adjutant. 

| The following are the majors for the 
| various divisions: Illinois, C. H. Clenn, 
| Chicago; Indiana, C. E. Shaw, Indian. 
| apolis; Ohio, Ira Greenlee, Cincinnati: 
Michigan, G. S. Rodman, Detroit: Ten. 
nessee, H. E. Lyons, Memphis; Texas, 
J. P. Youngblood, San Antonio: Okla- 
homa, E. M. Rominger, Shawnee; New 
Jersey, Daniel O’Shea, Newark; Louisi- 
ana, E. J. Coen, Shreveport; Alabama, 
W. A. Fisher, Montgomery; Georgia, 
W. A. Ryle, Macon; Arkansas, R. W. 
Estes, Pine Bluff; Missouri, W. L. Mc- 
Farland, St. Louis; South Carolina, Wil- 
liam C. Birge, Greenville; Florida, W. 
| R. Reese, Jacksonville; California, A. G. 
| McKinnon, Los Angeles; Nebraska, S. 
R. Chasteen, North Platte; Mississippi, 
A. S. Kasselberg, Jackson; Maryland, 
H. W. Hahn, Baltimore; District Colum- 
bia, F. W. Tucker, Washington; 
Colorado, H. M. Simpson, Denver; 
Kansas, Roy Metzger, Wichita; Ken- 
tucky, E. P. Lane, Covington. A sys- 
tem of promotion and demotion will be 
used in true military style, and the 400 
field men will be designated as privates, 
corporals, sergeants, lieutenants and 
captains. 








News of the Prudential 


Superintendent James H. Callahan of 
the Prudential has been transferred 
from Fall River, Mass., to Boston No. 1. 

Hector P. Belmore has been promoted 
to the superintendency at Fall River, 
Mass. Mr. Belmore was enrolled by the 
Prudential on June 17, 1907, at Spring- 
field, Mass. In 1909 he went to West- 
field, Mass., and since 1916 he has been 
in charge of the detached assistancy at 
Ware, Mass. 

The advancement of Chauncey C. 
Hermans from inspector to special in- 
spector has been announced. For many 
years he has been serving in West 
Coast states. 

Division G’s two leading agents in 
industrial are R. Krentzman and M. H. 
Holthouser, both of Louisville No. 2. 

Agents Charles F. Weller of Des 
Moines, Iowa; James H. Palmer, Kansas 
City No. 2, and Thomas E. Hall, St. Louis 
No. 3, have been promoted to assistant 
superintendents in their respective dis- 
tricts. 





John Hancock Changes 


Superintendent Gottesman of _ the 
Hackensack, N. J., agency district of the 
John Hancock Mutual will be trans- 
ferred to Newark, N. J. Michael Mitchell, 
assistant superintendent in New York 
No. 1, has been appointed  superin- 
tendent at Hackensack. Owen D. Mur- 
phy, assistant to the superintendent in 
the Boston agency, is made _ superin- 
tendent at Salem, Mass. 


Booster Club Elects 


The Booster Club of the Prudential 
Life for the Evansville, Ind., district at 
its annual meeting in Evansville, was 
entertained at luncheon by D. C. Wil- 








nothing. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIl., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Bivd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 














| liams, district superintendent, followed 
| by a-theater party. Officers for the year 
| were elected as follows: C. C. Aldridge, 
| president; J. D. Jarboe, vice-president; 
| R. H. Wartman, secretary; L. J. Rich- 
; Wine, treasurer, 
} 

Western & Southern Promotions 


| V. B. Riggs, formerly assistant at De- 
| troit-Grand River for the Western & 
| Southern, is made superintendent at the 
|new district:at Pontiac, Mich. C. C 
| Henslee, formerly home office inspector 
of Division “A,” has been appointed su- 
| perintendent of the newly opened dis- 
trict at Wyandotte, Mich. 








Wrote a Large Business 


| The Service Life of Lincoln, Neb., 
| wrote $29,000,000 last year, a tremendous 
| jump from the year before. This was 
| due largely to some group policies that 
it secured. One piece of business se- 
cured was some $20,000,000 on the 





Boilermakers Union throughout the en- 
tire country. There are 40,000 members 








and they took $500 each. 
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Policy Literature, Rate Books, etc. 
PRICE, $3.50 and $2.00 respectively. 








| 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in | 
Supplementing the “Unique Manual- 

Digest” and “Little Gem,”’ Published Annuaily in May and April respectively. | 

















CONNECTICUT MUTUAL 1926 DIVIDENDS | 
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HE Connecticut Mutual announces 


| policies on older ages and duration and 


that the dividends apportioned for | 
distribution this year on the new in- | 


creased schedule represent a most liberal 
action on dividends by the company for 
at least as far back as 1882. 
stantially uniform distribution was main- 


tained for 13 years prior to 1916. Be- | 


ginning with 1917 and during 1918 and 


1919, there was an increase in the divi- | 


dend scale. In line with the majority 
of companies the Connecticut Mutual 
reduced its scale of dividends for 1920 


A sub- 


about 15 percent, partially to offset the | 


losses from influenza. 
was continued during the two subse- 
quent years. Dividends in 1923, how- 
ever, were increased about 30 percent. 
There was a further increase in 1924 
which brought the rate for that year 
about 20 percent over the scale for 1919. 
The 1924 scale was continued for last 
year. The year 1916 with its increase in 
dividends brings the rate of apportion- 
ment about 35 percent over the high 
points prevailing in 1919, which in turn 
was the highest point since 1903. The 
greatest actual increases occur on life 


The 1920 scale | 





are somewhat over $1.15 per thousand. 


1926 Interest Rate 


The 1926 
the dividend formula is increased from 
4.7 to 4.8 percent. This rate also ap- 
plies on all funds held at interest by 
the company for the benefit of policy- 
holders and their beneficiaries. This is 
the highest rate assumed by the com- 
pany in its dividend formula for at least 
35 years. 


interest rate assumed for 


The actual figures of the annual divi- | 
dends credited during the 10 year period | 
| and the estimated aggregate distribution | 


for 1926 reflect the growth of the com- | 


pany during the past decade: 1917, $1, 
637,333; 1918, $1,751,538; 1919, $1,889,- 
114; 1920, $1,753,847; 1921, 


$1,902,916; | 


1922, $2,060,414; 1923, $2,787,828; 1924, | 
$3,257,147; 1925, $3,550,000*; 1926, $4,- | 
450,000.* 

*Estimated. 


Following are the 1926 dividends on 
ordinary life, 20-pay life and 20-year en- 
dowment policies at all ages for the first 
ten dividend years: 


ORDINARY LIFE 





Age Prem. 1925 1924 1923 1922 1921 1920 1919 1918 1917 1916 
5 5 $4.30 $4.40 $4.49 $4.60 $4.70 coe ede eee oes ove 
4.33 4.44 4.54 . 4.75 eae oes nee ewe oe 
4.37 4.4 4.58 4.68 4.79 ove coe oes oes - 
4.41 4.53 4.63 4.74 4.86 eae eee one eee os 
4.45 4.56 4.68 4.79 4.91 $5.03 $5.16 $5.29 $5.43 $5.57 
4.49 4.61 4.72 4.85 4.97 5.10 5.24 5.37 5.51 5.66 
4.54 4.66 4.78 4.91 5.04 5.17 5.30 5.45 5.59 5.75 
4.59 4.71 4.84 4.97 5.10 5.24 5.39 5.53 5.69 5.84 
4.63 4.76 4.90 5.02 5.17 5.32 5.46 5.62 5.77 5.93 
4.68 4.81 4.94 5.09 5.24 5.38 5.53 5.70 5.86 6.03 
4.74 4.87 5.01 5.17 5.31 5.47 5.63 5.79 5.96 6.14 
4.79 4.93 5.08 5.23 5.40 5.56 5.72 5.89 6.07 6.25 
4.85 5.00 5.16 5.31 5.47 5.64 5.81 5.99 6.17 6.37 
4.90 5.06 5.22 5.38 5.56 5.73 5.92 6.10 6.28 6.48 
4.97 5.14 5.30 5.47 5.65 5.83 6.02 6.22 6.41 6.62 | 
5.04 5.20 5.39 5.57 5.74 5.93 6.13 6.33 6.53 6.75 
5.11 5.28 5.46 5.65 5.84 6.04 6.24 6.45 6.66 6.89 
5.19 5.37 5.56 5.76 5.95 6.16 6.37 6.59 6.81 7.03 
5.27 5.46 5.65 5.86 6.07 6.28 6.49 6.73 6.95 7.19 
5.35 5.54 5.75 5.97 6.18 6.40 6.62 6.87 7.11 7.34 
5.44 5.64 5.86 6.08 6.30 6.53 6.77 7.01 7.26 7.52 
5.52 5.75 5.96 6.19 6.43 6.67 6.91 7.17 7.43 7.70 
5.63 5.86 6.09 6.33 6.57 6.82 7.07 7.34 7.61 7.88 
5.73 5.96 6.21 6.45 6.71 6.97 7.24 7.51 7.79 8.07 
5.85 6.09 6.34 6.60 6.86 7.14 7.41 7.69 7.99 8.29 
5.96 6.22 6.47 6.75 7.02 7.31 7.59 7.89 8.19 8.49 
6.09 6.35 6.63 6.90 7.19 7.48 7.79 8.09 8.40 8.71 
6.22 6.50 6.78 7.07 7.37 7.67 7.99 8.30 8.63 8.95 
6.35 6.64 6.95 7.25 7.55 7.87 8.20 8.53 8.85 9.19 
6.50 6.81 7.12 7.44 7.75 8.08 8.42 8.75 9.09 9.45 
6.67 6.98 7.30 7.63 7.96 8.31 8.65 9.00 9.35 9.71 
6.84 7.16 7.50 7.84 8.18 8.54 8.90 9.26 9.62 9.99 
7.01 7.36 7.71 8.06 8.42 8.78 9.15 9.52 9.90 10.28 
7.21 7.56 7.92 8.29 8.67 9.04 9.43 9.81 10.20 10.58 
7.41 7.79 8.16 8.55 8.93 9.32 9.71 10.10 10.50 10.89 
7.63 8.01 8.41 8.81 9.20 9.61 10.01 10.42 10.82 11.22 
7.86 8.26 8.66 9.08 9.49 9.90 10.32 10.74 11.15 11.57 
8.11 8.53 8.95 9.37 9.79 10.22 10.65 11.08 11.51 11.93 
8.37 8.80 9.24 9.68 10.12 10.56 11.00 11.43 11.87 12.31 
. 8.66 9.11 9.55 10.01 1.046 10.91 11.37 11.82 12.27 12.71 
. 8.96 9.42 9.88 10.35 10.81 11.29 11.75 12.21 12.68 13.13 
. 9.27 9.75 10.24 10.72 11.20 11.68 12.16 12.63 13.11 13.57 
° 9.62 10.11 10.61 11.11 11.60 12.10 12.58 13.08 13.56 14.03 
X 9.99 10.49 11.01 11.52 12.03 12.54 13.04 13.54 14.03 14.51 
+ EET 72.83 10.38 10.91 11.44 11.97 12.50 13.01 13.53 14.04 14.53 15.02 
. Se ee 76.70 10.80 11.35 11.90 12.44 12.98 13.51 14.04 14.55 15.06 15.57 
) See 80.85 11.25 11.82 12.38 12.94 13.49 14.04 14.57 15.10 15.62 16.13 
GS. cccwccer 85.29 11.74 12.32 12.90 13.47 14.04 14.59 15.14 15.68 16.20 16.71 
GE. wsccccce 90.04 12.25 12.85 13.44 14.03 14.62 15.18 15.74 16.29 16.81 17.34 
Wavecageas 95.14 12.81 13.43 14.05 14.64 15.24 15.82 16.39 16.94 17.47 18.00 
20 PAYMENT LIFE 
1925 1924 1923 1922 1921 1920 1919 1918 1917 1916 
$4.60 $4.83 $5.07 $5.32 $5.58 eee ose eee ees - 
4.63 4.86 5.11 5.36 5.63 oe coe coe oe oe 
4.66 4.90 5.15 5.41 5.67 ee eve ose eee ee 
4.69 4.94 5.19 5.45 5.72 eos oes ees oss os 
4.73 4.98 5.23 5.50 5.77 $6.07 $6.36 $6.66 $6.98 $7.3 
4.76 5.02 5.28 5.55 5.83 6.12 6.42 6.74 7.06 7.4 
4.80 5.05 5.32 5.60 5.88 6.19 6.49 6.81 7.14 7.4 
4.84 5.09 5.37 5.65 5.94 6.25 6.56 6.88 7.23 7.5 
4.87 5.14 5.41 5.71 6.01 6.31 6.63 6.96 7.31 7.6 
4.91 5.18 5.46 5.76 6.06 6.38 6.70 7.04 7.39 7.7 
4.94 5.22 5.51 5.81 6.13 6.44 7.12 7.48 7.8 
4.98 5.28 5.57 5.87 6.19 6.52 7.21 7.57 7.9 
5.02 5.31 5.62 5.93 6.26 6.59 7.29 7.66 8.0 
5.07 5.37 5.68 6.00 6.33 6.67 7.38 7.77 8.1 
5.11 5.41 5.73 6.05 6.40 6.74 7.47 7.86 8.2 
5.16 5.47 5.79 6.13 6.47 6.82 7.57 7.96 8.3 
5.22 5.54 5.86 6.20 6.55 6.91 7.68 8.08 8.5 
5.27 5.59 5.93 -27 6.63 7.00 7.78 8.19 8.6 
5.32 5.64 5.98 34 6.71 7.09 7.89 8.30 8.7 
5.37 5.71 6.06 2 6.80 7.18 8.00 8.42 8.8 
5.43 5.78 6.14 0 6.89 7.28 8.12 8.54 9.0 
5.49 5.84 6.21 9 6.98 7.39 8.22 8.67 9.1 




















BOM MMO} CHONG C1 $30 SO we ee 


WATCH THIS SPACE 


for announcements of 


LIBERALIZED POLICIES 


IMPROVED DISABILITY 
BENEFITS 


NEW POLICY CONTRACTS 
INCREASED DIVIDENDS 


We are making many radical changes 
in order to give— 


IMPROVED SERVICE TO AGENTS 
AND POLICYHOLDERS 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street 


Columbus, Ohio 
C. W. Brandon, President 





D. E. Ball, Vice-President and Sec'y. 

















q If your present opportunities in the life in- 
surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


q Exceptional opportunities are open in Min- 
nesota and Ohio and a few in Wisconsin. 


@ Check up our record. 
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THE NATIONAL UNDERWRITER 


January 15, 1925 











(The MEDICAL LIFE 


Who considers every living person insurable upon 
some basis has just entered Illinois and South Dakota 
and has some very desirable territory open and is 
offering some very attractive Agency Contracts. 


Address inquiries to: 


F. H. Wight, State Agent, 
417 Citizens National Bank Bldg., 
Decatur, Illinois. 


‘oat 


W. R. Leisure, State Agent, 
P. O. Box, 
Sioux Falls, South Dakota. 





INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’! Mgr. 
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MICHIGAN 


We are going into Michigan soon. Will you 
be one of the very fortunate individuals to re- 
ceive an honest-to-goodness General Agency? 


THE TOLEDO TRAVELERS LIFE INSURANCE COMPANY 
TOLEDO, OHIO 


Orson C. Norton, President 


Ee 



































A Great Service 











The National Underwriter is completely covering the 
field of insurance. Each week two separate editions 
are issued, one covering the Fire and Casualty fields 
and the other the Life field. Contained in these weekly 
editions is a complete report of the week’s insurance 
activities. Dependable, accurate, worth while live 
news are the editorial ideals of the publishers. 


Besides the regular editions, The National Underwriter 
during the course of the year publishes many special 
numbers whick contain live, helpful sales material, such 
numbers being the Automobile, and Hail and Tornado 
editions, while others contain complete reports of con- 
ventions, thereby giving the reader an opportunity to 
keep posted on what is taking place at these conven- 
tions. 


We believe the NATIONAL UNDERWRITER service is an 
invaluable aid to the alive and alert agent. It pays to 
keep abreast of the times, and the way to do it is to bea 
regular subscriber of THe NATIONAL UNDERWRITER. 
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1925 1924 1923 1922 1921 1920 1919 1918 1917 1936 
5.55 65.91 6.29 6.67 7.08 7.49 7.91 8.34 8.80 9.97 
5.61 5.99 6.36 6.76 7.17 17.59 8.03 8.47 8.93 9.4) 
5.69 6.07 6.46 6.86 7.27 7.70 8.15 8.60 9.07 9.55 
5.76 6.14 6.55 6.96 7.39 7.82 8.28 8.74 9.22 9.7 
5.84 6.24 6.65 7.07 7.50 7.95 8.41 8.89 9.37 9.87 
5.91 6.32 6.74 7.17 7.61 8.07 8.54 9.03 9.51 10.03 
6.00 6.41 6.84 7.28 7.73 8.21 8.68 9.17 9.67 10.19 
6.09 6.52 6.96 7.41 7.87 8.35 8.83 9.33 9.84 10.36 
6.19 6.63 7.07 7.54 8.01 8.49 8.99 9.49 10.01 10.54 
6.29 6.73 7.19 7.66 8.14 8.63 9.14 9.65 10.17 10.7] 
6.40 6.85 7.32 7.79 8.29 8.79 9.30 9.82 10.36 10,99 
6.51 6.98 7.46 7.95 8.45 8.95 9.48 10.01 10.55 11.19 
6.63 7.11 7.60 8.10 8.61 9.12 9.65 10.19 10.74 11.99 
6.76 7.25 7.74 8.25 8.77 9.29 9.83 10.37 10.92 11,49 
6.90 7.40 7.90 8.42 8.94 9.49 10.03 10.58 11.13 11.7] 
7.05 7.55 8.07 8.60 9.14 9.68 10.23 10.78 11.35 11,93 
7.21 7.72 8.25 8.79 9.33 9.88 10.44 10.99 11.57 12.15 
7.37 7.91 8.44 8.98 9.54 10.09 10.66 11.22 11.80 12.38 

20 YEAR ENDOWMENT 

$7.24 $7.77 $8.32 $8.90 $9.49 oe oe eee eee a 
25 7.78 8.34 8.91 9.50 “* oe eee eee was 

7.25 7.78 8.34 8.91 9.50 oe oe coe eee ea 
7.25 7.78 8.34 8.91 9.50 i abe ee pe a 
7.26 7.79 8.35 8.92 9.52 $10.12 $10.77 $11.42 $12.11 $12,399 
7.26 7.80 8.35 8.92 9.52 10.12 10.77 11.42 12.11 12,99 
7.28 7.81 8.36 8.93 9.53 10.13 10.78 11.43 12.12 12.83 
7.28 7.81 8.36 8.94 9.53 10.13 10.78 11.44 12.12 12.33 
7.29 7.82 8.37 8.95 9.54 10.14 10.79 11.45 12.13 1284 
7.29 7.82 8.37 8.95 9.54 10.15 10.79 11.45 12.13 12.94 
7.30 7.83 8.38 8.96 9.55 10.16 10.80 11.46 12.14 12.95 
7.30 7.83 8.38 8.96 9.55 10.16 10.80 11.46 12.14 12.95 
7.31 7.84 8.39 8.97 9.56 10.17 10.81 11.47 12.15 12.6 
7.32 7.85 8.41 8.98 9.57 10.18 10.82 11.48 12.16 12.87 
7.33 7.87 8.42 8.99 9.59 10.19 10.83 11.49 12.17 12.88 
7.35 7.88 8.43 9.01 9.60 10.20 10.85 11.51 12.18 12.89 
7.36 7.89 8.44 9.02 9.61 10.22 10.86 11.52 12.20 12.99 
7.37 7.90 8.46 9.03 9.62 10.23 10.87 11.53 12.21 12.99 
7.38 7.91 8.47 9.05 9.64 10.24 10.89 11.55 12.22 19.93 
7.41 7.94 8.49 9.07 9.66 10.27 10.91 11.57 12.25 12.95 
7.43 7.96 8.52 9.08 9.69 10.29 10.94 11.58 12.27 12.98 
7.44 7.98 8.53 9.10 9.70 10.31 10.95 11.60 12.29 12.99 
7.48 8.01 8.57 9.14 9.73 10.35 10.98 11.64 12.32 13.03 
7.50 8.04 8.59 9.16 9.76 10.37 11.01 11.67 12.35 13.06 
7.52 8.06 8.62 9.19 9.79 10.40 11.04 11.70 12.38 13.09 
7.56 8.10 8.66 9.23 9.83 10.45 11.08 11.74 12.42 13.13 
7.61 8.15 8.71 9.28 9.88 10.50 11.13 11.79 12.47 13.18 
7.64 8.19 8.75 9.32 9.92 10.54 11.18 11.83 12.52 13.29 
7.70 8.25 8.81 9.39 9.99 10.61 11.24 11.90 12.58 13.28 
7.75 8.30 8.87 9.44 10.04 10.66 11.30 11.95 12.64 13.33 
7.82 8.37 8.93 9.52 10.12 10.73 11.38 12.03 12.70 13.40 
7.89 8.44 9.01 9.60 10.20 10.81 11.46 12.11 12.78 13.48 
7.96 852 9.08 9.67 10.27 10.89 11.54 12.19 12.85 13.55 
8.05 8.62 9.18 9.77 10.37 11.00 11.63 12.29 12.95 13.65 
8.15 8.71 9.29 9.87 10.48 11.10 11.73 12.38 13.05 13.75 
8.25 8.81 9.40 9.99 10.60 11.22 11.85 12.50 13.17 13.86 
8.38 8.95 9.53 10.13 10.73 11.36 11.99 12.64 13.30 13.99 
8.51 9.08 9.67 10.27 10.88 11.49 12.13 12.78 13.44 14.12 
8.67 9.24 9.82 10.43 11.04 11.66 12.30 12.94 13.60 14.28 
8.93 9.41 10.00 10.60 11.21 11.84 12.47 13.12 13.77 14.45 
DIVIDENDS OF CANADA LIFE | ing insurance basis, age limits, 1 and $9 
nearest birthday and in multiples, final 


Scale Alnnounced for 1926 Shows In- 
crease Over 1925 Schedule, Espe- 
cially at Younger Ages 


The Canada Life of Toronto has an- 
nounced its 1926 dividend scale, which 
shows an increase over the 1925 scale, 
especially at the younger ages. Follow- 
ing are dividends for the first 10 dividend 


| amounts, of $500. The maximum amount 


years on ordinary life, 20-pay life and | 


20-year endowment policies at sample 
ages: 

Ordinary Life 

Age Age Age Age 
25 30 35 45 55 60 


will be $2,000. 


Columbus Mutual Life 

The Columbus Mutual Life will place 
on the market Feb. 1 a new preferred 
risk policy. It will be restricted to first 
class risks, which apply for $5,000 or 
more insurance. The company will soon 
announce a new dividend schedule, 
which will materially reduce net costs. 


Federal Life 
The Federal Life has just announced 
the payment of excess interest earnings 
to a number of beneficiaries whose 
claims are payable on the monthly or 
annual installment basis. The company 
advises that this excess interest has 


| been calculated at the rate of 1% per- 


cent, the guaranteed rate ef interest on 
which its calculations are based being 


3% percent. 


| ployes meet the cost of the 


| 


Connecticut General Group Cases 

Group insurance estimated at $9,000,- 
000 has been taken out with the Con- 
necticut General Life by the Miller Rub- 
ber company of Akron, O., to cover 
about 5,000 of its eraployes. The plan 
is to have the company and the em- 
insurance 
jointly. The schedule of insurance is 
unusually generous, running up to 4 
maximum of $10,000 for the executives. 

A number of other large group con- 


| tracts have pushed the Connecticut Gen- 


eral well over its year’s quota of $50,- 


000,000 increase in group insurance in 
| force. First National Pictures has in- 
sured its employes for approximately 


| Company of Monroe, 


$ $ $ $ $ 

Prem. 21.25 24.20 27.90 38.90 57.95 72.65 
Year 

1st .. 4.89 5.14 5.45 6.63 9.08 11.41 
2nd . 5.03 5.34 5.69 6.92 9.61 12.01 
3rd . 56.18 5.52 5.89 7.24 10.13 12.65 
4th . 5.35 5.73 6.14 7.57 10.66 13.28 
5th . 5.53 5.90 6.38 7.96 11.18 13.88 
6th . 5.69 6.13 6.62 8.34 11.73 14.49 
7th . 5.87 6.34 6.85 8.76 12.24 15.08 
8th - 6.04 6.51 7.11 9.13 12.75 er 
9th . 6.22 6.75 7.40 9.54 13.28 
10th - 6.41 7.01 7.70 9.96 13.81 is: 3 

20 Payment Life 
Prem. 30.55 33.60 37.25 47.20 63.60 76.45 | 
Year | 
ist -- 5.18 5.45 5.80 6.89 9.22 11.45 
2nd - 5.49 5.78 6.16 7.33 9.85 12.14 
3rd - 5.82 6.11 6.53 7.79 10.46 12.82 
4th - 6.12 6.46 6.94 8.25 11.09 13.51 
5th - 6.44 6.83 7.34 8.79 11.74 14.19 
6th - 6.78 7.20 7.73 9.34 12.37 14.91 
7th - 7.14 7.59 8.16 9.91 13.02 15.61 
8th - 7.50 8.00 8.61 10.50 13.68 16.29 
9th . 7.88 8.41 9.09 11.05 14.36 17.01 
10th - 826 8.87 9.61 11.65 15.05 17.71 
20 Year Endowment 

Prem. ,.48.90 49.70 50.95 55.80 67.45 78.50 
Year 

ist 6.66 6.71 6.84 7.49 9.40 11.46 
2nd - 7.23 7.28 7.41 8.07 10.09 12.20 
3rd _... 7.82 7.87 7.98 8.65 10.74 12.92 
4th ... 842 8.47 8.57 9.23 11.45 13.66 
5th ... 9.10 9.15 9.20 9.93 12.18 14.38 
6th ... 9.75 9.80 9.85 10.62 12.87 15.13 
7th ...10.41 10.46 10.51 11.35 13.63 15.86 
8th ...11.10 11.15 11.20 12.08 14.37 16.62 
9th ...11.86 11.91 11.96 12.85 15.10 17.40 | 
10th ...12.60 12.65 12.73 13.65 15.90 18.16 


Illinois Life 

The Illinois Life has gotten out a | 
child’s endowment policy, being a 20- | 
year endowment with a graded death | 
benefit. It will be issued on an increas- 


$1,500,000 and the Consolidated Paper 
Mich., has given 
its employes approximately $1,550,000 
group insurance. 

The group insurance of the Boomer- 
Du Pont chain of restaurants and hotels 


| has been extended to cover three more 


units, bringing the total now carried 


up to about $2,750,000. 


Go on Agency Trip 
Vice-Presidents H. A. Behrens and 
Glenn F. Claypool of the Continental 
Casualty and Continental Assurance are 
on an agency trip to St. Louis and New 
Orleans. They then will go to Cuba for 
a short sojourn, 
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NEWS OF LOCAL ASSOCIATIONS 
ais 6 SS gs ae The Peak Load 
Sli basis, 1 " " ° ° ° : P 
GRPORTUNITIES IN CLAIRES | Meme, baste, doctaved Stratiors i. Mer. To maintain his maximum Peak Load of production, 
ae | Connecticut Mutual, speaking here this and thus derive the utmost income from his work, the 
Prompt and Satisfactory Settlement | week at the January meeting of the Des Fieldman needs every reasonable Home Office aid—quick 


Means More New Business for the 
Underwriter From Friends 


KANSAS CITY, Jan. 13.—The great 
opportunity which the preparation of 
proofs of death and the prompt payment 
of death claims offers to the life insur- 


ance agent in the way of inspiring con- | 


fidence in life insurance throughout the 
community and opening to him new 
lines of approach to skeptical prospects 
was the message brought to the Life 
Underwriters Association of Kansas 
City by Joseph T. Gallagher, assistant 
superintendent of claims of the North- 
western Mutual Life. 

“Too many life underwriters,” said 
Mr. Gallagher, “regard the preparation 
of proofs of death as a purel-- perfunc- 
tory matter, an out-and-out negative 
proposition as far as returns are con- 
cerned. And yet only recently a young 


agent in Illinois told me that through | 


giving a beneficiary exceptional service 
in the settlement of all her husband’s 
policies, she gave him leads which re- 
sulted in eight very fine applications. 
There is no more sacred duty on the 
part of any life underwriter than for 
him to make every client and every 
beneficiary after the client’s death, fully 


acquainted with the service of his com- | 


pany and with those methods and means 
that have been devised for the conser- 
vation of the proceeds.” 

Confidence Is Essential 


“T am 
Mr. Gallagher said, “when I say that 
each set of proofs of death that reaches 
the disbursing department of any legal 
reserve life insurance company is care- 
fully watched until the check, at the 
earliest possible moment, is on the way 
to the one who is waiting for it. That 
is as it should be, for confidence in the 
mind of a policyholder that certain 


things will be done and done quickly | 


after his death is essential. It is the very 
life blood of the life insurance body.” 

Mr. Gallagher stressed the suggestion 
that in talking to a prospect it is use- 
less to dwell too much at length on the 
millions and billions of assets of Amer- 
ican life companies. “To be sure,” he 
says, that is the best evidence of the 
solidarity and stability of our business, 
but when one comes to deal with figures 
of that magnitude, the average mortal 
doesn’t get you at all. In dealing with a 
prospect, I believe that it is wise to em- 
phasize, not the assets, but the fabu- 
lous sums of money life insurance com- 
panies pay out annually, at the time 
when the load upon it is heaviest to the 
greatest, most important institution in 
the land, the American family.” 


Critical Period Pointed Out 


Mr. Gallagher believes that the criti- 
cal period for life insurance in any com- 
munity is that time between the payment 
of proceeds to the beneficiary and the 
time that such proceeds are totally ex- 
hausted. In other words, when a man 
cies and as the months go by, his widow 
receives substantial checks from the life 
imsurance company, other husbands and 
wives look on and are in a susceptible 
frame of mind as far as life insurance 
Is concerned. 

he association presented the one-act 
play, “The Heart of the Estate,” under 
the direction of Lawrence A. Williams, 
of the Northwestern Mutual. The asso- 
ciation took pride in announcing that all 
the members of the cast except one were 
recruited from the life underwriters. 
The Northwestern Mutual agents in con- 
vention here were guests of the associ- 
ation. 

= x * * 

% Moines.—Despite all the pr 
eeeueht to bear on the ams tar toe 
ona mend = by insurance periodicals 
life insane terature, only ten percent of 

nce written is written on the 


not exaggerating the facts,” | 


; by E. L. Carson, 


Moines association. About 100 under- 
writers, the largest attendance of the 
year, greeted Mr. Morton. Bernard No- 
wack, vice-president, read the resigna- 
‘tion of Frank C. McDevitt as president, 
Mr. McDevitt having been transferred 
to Omaha, in charge of the Omaha office 
of the Phoenix Mutual. 


new members, Fred Applequist, Union 
Central, and C. A. Patton, Mutual Life. 
He announced Jan. 20 as “Life Insurance 
Day” of Thrift Week, saying station 
WHO, Bankers Life, will broadcast life 
insurance speeches by Rev. C. S. Med- 
bury and Rabbi Eugene Mannheimer on 
that day. It was voted to hold the 
monthly meetings at noon rather than 
at night. 

Vice-President Nowack, of the Claude 
Fisher general agency of the Connec- 
| ticut Mutual, was elected president suc- 
ceeding Mr. McDevitt. 

*x* * * 

Columbus, 0.—Henry G. Wischmeyer, 
general agent of the John Hancock Mu- 
tual Life at Cleveland, was the speaker 
Monday at the first meeting of 
Columbus association for the new year. 
His subject was “Program and Income 
Insurance.” 


x * * 

Iowa.—A _ state association of life 
underwriters in Iowa now seems as- 
sured, it is reported by A. W. Van Hou- 
ten of Davenport, chairman of the com- 
mittee on constitution and by-laws. 
| Every local association in the state is 
expected to join. 

The constitution and by-laws are 
complete and will be submitted to the 
various cities soon for ratification. A 
meeting will probably be called in Des 


ay 


Moines within the next month or so 
to elect officers. It is the plan to have 
|each local association represented by | 


two delegates on the state board. 
x * * 

Lincoln, Neb.—Three successful busi- 
ness and professional men of Lincoln 
who are among the heaviest carriers of 
insurance in the city, were guests of the 
Lincoln association at the January 
meeting held on the 9th, and spoke on 
“Reasons Why I Built Up a Life Insur- 
ance Estate.” By a unanimous vote 
| Charles M. Keefer, state manager of 
the Kansas Life, was made poet lau- 
reate of the association. 
recognition of the numerous 





lyrics 


Vice-president | 
Nowack also read the names of two | 


the | 


This was in | 


written around and about life insurance | 


topics that Mr. Keefer has had printed 
jin various newspapers and periodicals. 
He briefly expressed his appreciation. 
| The association will stage at its Febru- 
| ary meeting the play put on at the Kan- 
| sas City agents’ convention. Mrs. Ralph 
E. Anderson and Mrs. E. P. Taggart, 
| wives of members, furnished the music 
for the occasion. 
x * * 
Milwaukee.—Election of officers will 


take place at the annual meeting of the | 


Milwaukee association the last week in 
January. A definite date for the meet- 
ing will be announced in a short time 
general agent for 
Equitable Life, and president of the 
association. It is proposed to put the 
organization on a new basis after the 
annual meeting. 
*x* * 
Baltimore.—At this week’s meeting of 


Rockwell, noted life insurance educator, 
talked on “Practical Suggestions for the 
Field Man.” 
*x* * * 
Columbus, 0.—At the Columbus asso- 


of the Ohio tax commission, inheritance 
tax division, was the speaker. He ex- 


state and state inheritance tax law. He 
said that during last year $5,000,000 in 
taxes were assessed in Ohio against es- 
tates. Half of the assessment goes to 
the municipality of which the deceased 
was a resident and the other half to the 
state. 
life trusts and inheritance taxes in their 
relation to life insurance. 

x * * 

Bloomington, Tl.—Logan Perry was 
named temporary chairman of the or- 
ganization which is undertaking the 
formation of a Bloomington association. 
Paul W. Beedle was named acting sec- 
retary and organization committees 





(CONTINUED ON NEXT PAGE) 





ciation meeting, Judge John R. Cassidy | 


He explained the operations of | 


the Baltimore association Dr. Charles J. | 


plained the workings of the federal es- | 








— _ — 


decision on applications, quick issuance of policies, quick 
handling of beneficiary changes, quick making of loans, 
and, above all else, immediate payment of death claims, 
Add to these a comprehensive Sales Help Service, such as 
Home Office publications and literature. 


This Company is unexcelled in these various services. 
And it is constantly making improvements. 


__ We have places for men and women who are content 
with nothing less than the best in life insurance. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 























THE OLD LINE 


CEDAR RAPIDS LIFE 
INSURANCE CO. 


A Good Western Company 





Up-To-Date Policies Liberal Contracts 
Good Opportunities in 
Iowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 


lowa 














If If 
Territory does make a difference 


If If 


You believe in yourself 


You are a producer 


Close cooperation is necessary 


If If 
A friendly interest is needed You want a REAL job 


OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 




















INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies 
from $1,000.00 to $50,000.00 
with premiums payable ——_ semi-annually or quarterly 


an 
INDUSTRIAL Policies from $12.50 to $1,000.00 
th premiums able 
CONDITION ON DECEMBER Si, 1924 


























JOHN G. WALKER, 











THE NATIONAL UNDERWRITER 

















Standard Folders 





A regular series of standard 
folders tying up with na- 
tional, newspaper, and all 
phases of our advertising 
program gives to the agent 
a means of entrance to 
prospects. 





S. T. WHATLEY 


General Agent 
| tna Life Insurance Company 


Illinois Merchants Bank Building 
Phone State 3380 
CHICAGO, ILLINOIS 

















Education Never Ends 





“The Reading Matter 
In Your Bank Book™’ 


is the title of a pamphlet describing the edu- 
cational facilities offered by this Company. 


Available on request to 


The Connecticut Mutual 


Life Insurance Company 
Hartford Connecticut 





1846-1926 











‘sult of a visit here of C. R. Golly, Deca- 


‘to take inventories, both business and 








We have opportunities for Agents in 
Arkansas, Illinois and lowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 


‘Col. D. Gordon Hunter, 


‘which has been endorsed by the Na- 


‘ers and others interested were invited 











Son of General Agent 
Got Life A pplication 


HE Minnesota Mutual is claiming | 

the youngest agent on the board. He 
is John Crisler McCormack, 17-year-old 
son of Edward J. McCormack, general 
agent at Memphis. Here is the way the 
Minnesota Mutual tells about it: 

“His applicant was Miss Katie Cor- 
rell, secretary of the Crisler Clinic 
at Memphis. john didn’t happen to have 
an application with him at the time he 
heard Miss Correll mention that she 
was interested in insurance. He just 
asked a few questions which he thought 
were proper, wrote them out and turned 
them in. Here’s the result: 

“‘*Her name is Miss Katie. One case 
of numonia when she was a baby. one 
siste ded. How old? 36 years. One 
brother living. How many scars. She 
has one scar on her from appindisis op- 
erashin. She is 5 fot tall—131 pounds. 
$5,000. worth of life insurance right 
away.’ 

“To show that John has an eye for 
business, he presented the ‘app’ very 
elaborately made out on a sheet of tab- 
let paper with the demand: ‘What’s 10 
percent of this policy?’ He then ex- 
pressed himself as being perfectly con- 
fident that the proper thing to do would 
be to ‘pay the commission right now as 
he had something he wanted to do with 
the money.’” 





A. W. Duke Is Promoted 


A. W. Duke has been appointed super- 
visor of the group and wholesale divi- 
sion of the Shenandoah Life. He has 
been field supervisor of the company. 
The Shenandoah entered the group and 
wholesale field about a year ago. 








LOCAL: ASSOCIATIONS | 














(CONT’D FROM PRECEDING PAGE) 
have been appointed pending the next 
meeting at which by-laws will be sub- 
mitted and permanent officers elected. 
The Bloomington movement was the re- 


tur, field assistant of the National asso- 
ciation, and William A. Searle, assistant 
to the president of the National associ- 
ation. 

x * * 

Kalamazoo, Mich.—Leonhard TF. Hands, 
state insurance commissioner, was prin- 
cipal speaker and honored guest of the 
Kalamazoo association at a banquet here 
Monday night, attended by upwards of 
100 legal reserve life company agents. 
Mr. Hands discussed the relations of his 
department with the life underwriting 
fraternity and made a number of inter- 
esting remarks on various insurance 
topics. <A. C. Gilbert is president of the 
local association. 

* * x* 

Buffalo, N. Y.—The Buffalo association 
adopted a New Year's resolution as fol- 
lows: “To render to our members, and 
to the insurance fraternity as a whole, 
the best service of which we are capa- 
ble. We resolve to help improve that 
greatest thing in the world—life insur- 
ance. Now is the time to formulate 
sound progressive business policies. It 
is the time for every life underwriter 


personal. It is a time to sell ideas, to 
render intelligent service.” 

Oliver M. Thurman, superintendent of 
agencies of the Mutual Benefit, was the 
speaker slated for this week’s meeting. 

*x* * * 

Hartford.—The recently elected offi- 
cers of the Hartford association, includ- 
ing the president, Max Hartstall; vice 
president, James E. Benny, and secre- 
tary and treasurer, Ralph M. Lowry, 
were installed at the first meeting of 
the year Tuesday. Three new directors, 
William W. 
Leonard and Mr. Lowry took office for 
terms of three years. 

The speaker was Leon Gilbert Simon, 
a representative of the Equitable Life 
of New York, on “Inheritance Taxation.” 
He is the author of a work on taxation 


tional association. Insurance men, bank- 





to the meeting. 
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Licenses, Taxes and Fees 


Collected for Year 1924 


(Compiled by United States Chamber of 











Commerce) 
2 
z om s 
x S's whe =. 
n [sn & 3S 
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% 2 o4 aro z&e 
Zo aA a be Ding 
<b >™ > © 
- ae Sul $8 
-—f x ad C4 5 ° ess 
mo Rim [oot Oa 
States $ $ % c 
Alabama.. 724,293 27,786 3.84 96°16 
Arizona .. 143,258 5,000 3.49 965) 
Arkansas. 540,266 17,575 3.25 96.75 
Calif. ..... 4,584,758 58,507 1.28 9879 
Colorado 628,194 40,431 6.43 93.57 
Conn, .... 4,924,124 48,055 .98 99.99 
dss 00s 142,492 5,700 4.00 96.09 
D. of C 268,720 6,698 6.22 93.7% 
Florida ... a653,668 ool 95 99.05 
Georgia .. 746,876 12,300 1.65 98.25 
Idaho .... 203,767 8,39 4.12 95.88 
Illinois ... 4,671,09 174,373 3.73 96.97 
Indiana 1,525,202 65,247 4.28 95.7: 
ee 1,345,656 101,059 7.51 92.49 
Kansas 1,013,962 44,200 4.36 95.64 
Kentucky. 1,055,504 30,093 2.85 97.15 
Ds iktenas  aneaes “ee wa 
Maine .... 426,590 11,680 2.74 97.26 
Maryland.. 838,000 6,92 5.60 94.40 
Mass. .... 2,803,085 117,245 4.18 95.89 
Michigan.. 2,354,809 0,723 3.43 96.57 
Minn, .... 1,428,848 66,679 4.67 95.32 
BRIBR, 200. 587,886 9.100 1.55 98.45 
Missouri 2,138,611 94,213 4.40 95.60 
Montana... 304,595 12,000 3.94 96.06 
Nebraska. 453,964 c25,000 5.51 94.49 
Nevada .. 29,252 c1,800 6.15 93.85 
N. Hamp.. 290,608 10,236 3.52 96.48 
N. J....... 3,019,490 173,436 5.74 94.96 
New Mex.. 100, 2,779 2.76 97.24 
New York. 6,509,525 597,569 9.18 90.82 
N. Caro... 1,181,948 112,595 9.53 90.47 
N. Dak 282,318 14,000 4.96 95.04 
Ohio ... 4,367,597 1,37 1.86 98.14 
Okla. 92,465 35,356 3.96 96.04 
Oregon 597,511 28.747 4.81 95.19 
Penna. ... 5,740,911 96,103 1.67 98.33 
R. Island. 06,476 15,057 2.97 97.03 
S. Caro... 412,404 18,821 4.56 95.44 
S. Dak.... 323,304 15,539 4.80 95.20 
Tenn. ....¢1,307,789 30,457 2.33 97.67 
Texas 1,997,278 35,767 1.79 98.21 
re 179,637 5,629 3.13 96.87 
Vermont 271,863 6,973 2.56 97.44 
Virginia 1,295,161 59,276 4.57 95.43 
Yash - 998,345 51,082 5.12 94.88 
West Va.. 712,705 15,579 2.18 97.82 
Wisconsin. 2,080,229 48,300 2.32 97.68 
Wyoming. 125,686 c7,500 5.97 94.03 
Totals, 
1924 ....67,731,570 2,589,180 3.82 96.18 
*Totals, 
1923 ....59,741,828 2,314,565 3.87 96.1 
*Totals, 
1922 ....53,015,798 2,323,888 4.37 95.63 








a—Capital stock tax not included. 

b—No segregation of taxes or expenses. 

c—Estimated by insurance commis- 
sioner. 

*The difference between the totals as 
shown here for 1922 and 1923 and those 
printed in the previous insurance bulle- 
tin is due to the inclusion of Mississippi 
figures not previously reported. The 
totals presented cover the same juris- 
dictions as the statistics in the above 
table. 

Note—While the tabulation is com- 
plete insofar as insurance department 
expenses are concerned, except for Louis- 
iana, it is important to note that in the 
case of some states all the taxes, licenses 
and fees are not included. As regards 
state levies, this is due to the fact part 
of them are paid to state treasurers and 
other officials whose books may be kept 
in such manner as to render it impossi- 
ble to segregate the insurance data. As 
for the amounts collected by counties 
and municipalities in those states per- 
mitting local jurisdictions to tax insur- 
ance companies and their agents, it was 
found no central state agency had com- 
piled the information. Among the states 
where local taxes or fees were levied but 
the amounts were unavailable are Ala- 
bama, Florida, Georgia, Kansas, Ken- 
tucky, Louisiana, Maryland, Mississippi, 
Missouri, Nebraska, Nevada. Ohio, South 
Carolina, West Virginia and Wyoming. 


Life Notes 


George W. Anderson, district manager 
of the Peoria Life at Evansville, Ind. 
has been elected one of the directors of 
the Kiwanis Club at Evansville. 

James Brown Rider, general agent of 
the Atlantic Life at Bowling Green, KY. 
was married recently. His bride wa 
Hles Lelia Neville Mann of Bardstown, 

y. 

The marriage of Miss Katherine Hill 
to Christopher Brooks, manager of the 
ey department of the Guardian 

ife of New York will take place in 
New York City Feb. 6. 

Philip H. Gadsen, vice-president of the 
United Gas Improvement Company of 
Philadelphia, was elected to the direc- 
torate of the Fidelity Mutual Life at the 
, — or meeting of its policyholders Tues- 
ay. 
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Doubling One’s Production Can Be 
Accomplished by Setting a Definite 


Goal and Carrying Out the Program 


BY JOSEPH J. DEVNEY, CLEVELAND 


T has been well said, “If 
know where we're going we'll never 
get there.” 


had better attend to is to find out where 
we are going. The advantage of having 
a definite aim is illustrated by the fol- 
lowing little incident. 

An auto salesman was attending a 
convention in Washington, D. C. The 
entertainment was good and he was hav- 
ing a fine time. 
dawned upon him that Saturday was his 
day on the floor. 
lay between him and his home, Colum- 
bus, O., 


was necessary to make his date. 


Setting a Goal Was 
the Secret of Success 


Friday morning at 6:45 found him at 
the wheel, with his good wife by his 
side, pulling out of Washington to make 
Columbus that night. That was his goal. 


we don’t | 


So in our efforts to im- | 
prove results one of the first matters we | 


On Thursday night it | 
The 418 miles which | 


had to be covered in a Buick | 
touring car, so action and plenty of it | 


| the wheel and his mind on the job. All | 
day his goal was uppermost in his mind. 

When tempted to loaf along or stop at | 
an inviting soft drink parlor he refused 
| to yield; he knew that unless he kept up | 


To make it he had to keep his hand on 


|a steady pace he would not be on the | 


floor on the following day. As a result 
of his persistent and consistent efforts 
to make time, he rolled into Columbus 
that night at 11:30. He accomplished 
his aim. 

Must Keep the Goal 

Uppermost in Mind 

| Had he started out that morning sim- 
ply to go as far as he could during the 
day, he would not have made the mile- 
age he did. He would not have avoided 
the things which would have diverted 
him from the task at hand and, instead 
of making the journey 


writer who selects a definite goal and 
keeps its accomplishment uppermost in 
his mind makes more progress than if 
he had simply gone along with the idea 
of doing the best he could. 


Ideal Purpose of Underwriter 
Is Twofold in Its Nature 


The ideal goal for the life underwriter 
is twofold: It is to produce as much 
| business as he believes he can and to 
| give as much service as possible. While 
these two objects are concomitant, yet, 
so far as the mental processes are con- 
cerned, they are separate and distinct, 
and if both are included in the program 


| one will help the other. 


in one day, it | 
would probably have required two days. | 


This little incident illustrates a fact | 


which most life underwriters know and | 
that the under- ’ 


the rest should learn, 


A man can be enthusiastic over mak- 
ing money. He can be extremely desir- 
ous of doing a lot of business and this 
will stimulate him to put forth much 
energy and make sacrifices. But this 
desire will not directly help in making 
sales because, while legitimate in itself, 
it is a selfish end. If a salesman’s upper- 
most ambition is to make money, pros- 
pects will intuitively sense that tact and 
will not easily be moved to action, 


Desire to Render Service 
Produces the Best Results 


_If, however, the salesman, along with 
his ambition to make money, is imbued 
with the ardent desire of giving his cus- 





tomers the greatest possible service, that 
is the ideal goal and will produce the 


best results. With such a combined de- 
sire, he will not only work hard but 
will do his best to serve his prospects to 
advantage. They will sense this attitude 
and be more favorably inclined to accept 
his proposals; they will realize that in 
case they buy, it will be for their own 
advantage and that of their dependents, 
rather than merely to give the salesman 
the opportunity to earn commissions. 


Service Is Highest 
Human Aspiration 


Service is the highest aspiration of the 
human soul, and the underwriter who 
aims to serve faithfully, who is intent on 
saving as many widows and orphans as 
possible the harrowing experiences and 
evil consequences which often accom- 
pany poverty, and to keep as many old 
men from dependency as possible, will 
get far more out of his work than money. 
The underwriter who merely sees in his 
profession the opportunity to make 
money has missed half of its possibilities 
and handicapped himself even in his ef- 
fort to make money. 


Goal Should Be in 
Range of Possibility 


let us consider the more 
How 


And now ; 
practical part of the dual goal: 

















PENNSYLVANIA 








Assets $25,900,000 


BANKERS 
LIFE INSURANCE COMPANY 


OF NEBRASKA | 


Insurance in Force over $109,000,000 


Issues up-to-date Policies, both Participating and Non-Participating, with Double Indemnity and Disability Benefits. 

For many years the Bankers Life has had more insurance in force in its home state than any other company, and all of 
its business has been written by its own agents. 

Thirty-eight years of successful and conservative management have resulted in financial statements and individends to 
policyholders unequaled in insurance history. 


Having laid a foundation broad enough and strong enough for a building of any size, the Company is now ready to 
erect the superstructure. 
If you wish to invest your time and energy where it will make the largest returns in money, satisfaction, peace of mind 
and pride in the institution you represent, it will pay you to investigate. 


LET THE BANKERS LIFE BE YOUR BANKER 





SOUTH DAKOTA 
KANSAS 
ILLINOIS 
WYOMING 


OPPORTUNITIES ARE OPEN FOR PRODUCERS, GENERAL AGENTS AND SUPERVISORS IN THE FOLLOWING STATES: 


NEBRASKA 

MICHIGAN 

OREGON 

DISTRICT OF COLUMBIA 


For full particulars address 


HOME OFFICE, LINCOLN, NEBRASKA 


OHIO 
WASHINGTON 
WEST VIRGINIA 
MISSOURI 
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ACTUARIES 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 








160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 


Consulting Actuaries 
Life Insurance Accountants 
Statisticians 


29 South La Salle Street, Chicago 








H. NITCHIE 
e ACTUARY 


1523 Assn. Bldg. 19 S. La Salle St. 
Telephone State 4992 CHICAGO 








ARRY C. MARVIN 
CONSULTING ACTUARY 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 








AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








J. McCOMB 
COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 


poner. The w of Insurance a 
pecialty. 
Colcord Bldg. OKLAHOMA CITY 








Actuarial Service Insurance 
Publicity 


ARRETT N. COATES 
CONSULTING 
ACTUARY 


S4 Pine Street - San Francisco 








E L. MARSHALL 
e 


CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 








ED D. STRUDELL 
CONSULTING ACTUARY 
722 Chestnut St. 
St. Louis 

















PROFITABLE PARTNERSHIP 


exists between this Company and its agents. 
The Head Office furnishes a lead service 
which permits agents to interview prospects 
known to be interested. A steady, healthy 
growth in the Company’s business is reflected 
in the increased earnings of its agents. 

Fidelity is a low net-cost company operat- 
ing in forty states, Full level net premium 
reserve gasis. Over Three Hundred Million 
insurance in force—and growing rapidly. 

A few agency openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 








National Underwriter 
Want Ads BRING Results 


much business a man should aim to pro- 
duce in a year? In setting a goal one 
should, of course, not make it so high 
that it will require an undue drain on 
his physical and mental forces to accom- 
plish it. But any healthy man ought to 
be able to work at least six hours a day 
and if he will do that industriously and 
intelligently, he will sell much life in- 
surance during the course of a year. 

While it is impossible to devise a for- 
mula which will enable each individual 
member of the profession to determine 
how much he should write, this general 
rule can be laid down: An underwriter 
should undertake to produce as much as 
he is capable of, whether it be $100,000, 
$1,000,000 or $10,000,000. To aim at less 
is to aim to do less than what he be- 
lieves to be his best. And no one who 
does less than his best is a success. On 
the other hand, to aim to do more than 
a person confidently believes he can is 
a handicap. When a person sets himself 
at a task which he believes is impossible 
to accomplish, he is defeated before he 
starts; he cannot put the same heart 
into it as if he believes he can accom- 
plish it. 


Find Weekly Share 
of Annual Quota 


When the goal for a year is set it 
should be divided by 50 to put it on a 
weekly basis. To the man who aims at 
writing $200,000, that seems a huge sum. 
And if that is the figure he keeps con- 
stantly in mind there will come times 
when it will discourage him. But if he 
will divide it by 50 and keep in mind the 
fact that his quota is $4,000 a week, that 
will seem easy to accomplish and he 
will have the courage to. keep after it 
week after week. 


Plans Must Be Made 
to Carry Out Program 


After the goal has been definitely set, 
then the process of laying plans is next in 
order. It is equally important to deter- 
mine how we are going to do something 
as it is to decide to do it, especially 
where it requires the continuous appli- 
cation of energy over a_ considerable 
period of time. This coincides with the 
basic law of production which is as fol- 
lows: First, to have a definite aim; 
second, to lay plans to attain it and, 
third, to execute the plans. 

The small calibre man never plans far 
into the future. He doesn’t know what 
he will be doing next month or next 
year. In fact, he may not have any 
plans for this afternoon. Not so the big 
calibre man. He has his plans mapped 
out for years in advance, and he has 
every five minutes of today planned. He 
can probably tell you what he will be 
doing at 2:27 tomorrow afternoon. 


Must Not Hesitate to 
Go After Big Results 


In setting your goal and laying your 
plans don’t hesitate to go after big re- 
sults. Other men no smarter than you 
are doing big things; why not you? 
Don't be afraid to attempt even to 
double your production in a year. Many 
an underwriter has done this in a month. 
It is largely a matter of confidence and 
determination. 

The same principle applies to writing 
a year’s business as to a single applica- 
tion. If you approach a_ prospect 
with the feeling that you cannot sell 
him, the chances are that you cannot, 
your negative thought will have disor- 
ganized your forces. You will not be 
able to bring to bear upon him the best 
vou have. You are apt to quit cold be- 
fore the task is accomplished. On the 
other hand, if you believe you can sell 
him, vour chances of success will be 
greatly increased. Likewise, if you be- 
lieve you can double your production in 
a year, you probably can if you will. 


Seldom Accomplish More 
Than the Goal Set 


We seldom accomplish more than we 
aim at. A man who starts out to write 
$100,000 in a year almost never writes 
$200,000. Likewise one who determines 











000. And the same thing holds true with 
higher figures. By the same token, one 
who determines to write $200,000 or 
more and works conscientiously toward 
that end will in nine times out of ten 
produce much more business than one 
who starts out to write a less amount. 

Sell yourself on the idea that you can 
double your production, then lay your 
plans and execute them accordingly. If 
you have been working faithfully and 
producing, say $3,000 a week, you will 
not have to work twice as hard to aver- 
age $6,000 a week. You will, however, 
have to improve your methods. This 
you can. do. 


Woman Agent Tells 
How She Sells Insur ance 
To Women Prospects 


N a talk before the Aces Club conven- 

tion of the Atlantic Life at Daytona 
Beach, Fla., Miss Lula Jones, a member 
of the sales staff of the A. O. Swink 
general agency in Richmond, outlined 
some of the arguments she uses in selling 
life insurance to women. She started off 
by saying that she confined her solicit- 
ing activities practically altogether to 
members of her sex. 

First of all, she undertakes to drive 
home the point that insurance teaches 
women the value of a dollar and that it 
is good business for them to carry insur- 
ance. If they are single and contem- 
plate matrimony, the spirit of thrift in- 
culcated by life insurance will tend to 
make them better helpmeets, for the 
men they marry, as frequently happens, 
may not be earning enough to provide 
for two as comfortably as his situation 
in life demands. If they remain single, 
life insurance will help to keep them 
from being dependents as they advance 
in years. She usually recommends 20- 
year endowments as the best form of 
insurance for them to carry. Income 
insurance is also good, but as a rule it 
is a bit too expensive for most women 
she solicits. ay oe 
Miss Jones has been selling insurance 
for five years and has met with much 
success since she started out in this line 
of work. She was previously a member 
of the office staff in the Swink agency. 
Her subject in addressing the con- 
vention was “Selling Arguments for 
Women.” Miss Julia Jordan of Raleigh, 
who also qualified as an Ace, made a 
talk on the same subject. 


DANGER SEEN IN RAID ON 
SMALLER LIFE COMPANIES 
(CONTINUED FROM PAGE 1) 

and the soundest section economically. 
As a rule they earn larger interest on 
their reserves than do many of the 
larger companies. Thus there is a sav- 
ing in both mortality and in the interest 
account. The great growth of life in- 
surance has been since the smaller com- 
panies have come into existance. They 
have gone into the highways and by- 
ways and written country business and 
small policies which the larger com- 
panies, with their smaller commissions, 
could not afford to go after. They have 
interested great numbers of substantial 
people in the life insurance business, and 
thus helped form favorable public 
opinion. 

Growing at Satisfactory Rate 


Their reserves and assets, invested at 
home, have helped to develop home in- 
dustries. They are an added asset to the 
life insurance institution and to society 
at large. Many of these companies are 
writing from five to $15,000,000 of new 
business a year and are growing at a 
much more rapid rate than did the larger 
companies at the same stage of their 
existence. Thev have learned to profit 
from the mistakes of life insurance in 
the past. Thev have brought many new 
men into the life insurance business and 
have developed agency material which 
the larger companies could not or would 
not have done. 

Why should an outside syndicate with 














to write $200,000 rarely produces $300,- 
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and wipe out these growing SUuCCEssfyl 
American business enterprises? The 
large companies themselves, perhaps, do 
not approve of this wholesale stop 
manipulation. Most of the large com. 
panies are getting all the business ¢ 
want or that they can afford to buy og 
the full reserve basis of valuation, 
benefits of life insurance to the publje 
would be materially cut down if the 
smaller companies were put out of bysj- 
ness. Life insurance business does not 
accept in any way the theory that there 
is no place for the small company. 


Insidious Feature Is Seen 


There is one insidious feature about 
anyone engaged in the insurance pub. 
lishing business acting in a brokerage 
capacity, in buying, selling and reinsyr. 
ing companies. Some company officials 
for instance are chary about expressing 
their opinion of the $10,000,000 syndj- 
cate scheme for fear that they may be 
exposed to danger from a_ publicity 
standpoint. The insurance publisher has 
facilities at his command with which he 
can do inestimable harm to a company, 
He is in a position to know much about 
the inside of companies, some of their 
weaker spots and their most vulnerable 
points. These weaknesses may not be 
vital at all. However, they do open an 
opportunitv for a subtle attack leading 
to stockholders feeling that it might be 
best for them to sell. However honest 
a publisher may be, insurance officials 
fear to incur his displeasure or court his 
animosity. 


American Life Convention Resolution 


The resolution passed by the Ameri- 
can Life Convention at Louisville, aimed 
at professional effort to secure stock 
control of companies for selfish pur- 
poses, was as follows: 

“Resolved, that organized efforts to 
secure stock control of a life insurance 
company without the knowledge. con- 
sent or approval of those responsible for 
its conduct, by ,interests or individuals 
connected with. another company, or at- 
tempts to exnloit a life insurance com- 
nanv bv manipulations of the stock, are 
improper, unethical, prejudical to the 
business, and that such methods are 
condemned by the American Life Con- 
vention.” 


Minnesota Mutual Meeting 


The general agents conference of the 
Minnesota Mutual Life will be held at 
the head office in St. Paul Jan. 25-26. 
There will be 25 general agents present. 
A. O. Eliason, home office general 
agent, led in paid for business last year. 
Charles H. Simpson, state manager for 
North Dakota. was second and Sam R 
Weems of Dallas was third. Mr. Simp- 
son becomes president of the agency 
club, having paid for $483,750 last vear. 
Sam eems becomes vice-president, 
having paid for $419,750. The positions 
are just reversed from what they were 
a year ago. 


Moves to Chicago 


John S. Corley, son of D. E. Corley, 
New York life agency manager at Des 
Moines, has moved to Chicago to ge 
with the western office of the real estate 
department of the New York Life. Mr. 
Corley was at one time bond manager 
for the Towa Loan & Trust Comnany 
Rank, later helned organize the Polk- 
Corlev-Wheelock Bond Company o! 
Des Moines, and recently has been m 
charge of liauidation of the closed Com- 
mercial Savings and Mechanics Savings 
Banks of that city. 





Spend Week At Hartford 


S. T. Whatley, general agent for the 
Aetna Life in Chicago. and H. K. 
Schoch. agencv superintendent, — will 
leave Chicago Jan. 16 to spend a week 
or so at Hartford, Conn. Mr. Whatley 
is scheduled to attend a general agents 





merely money at its command come in 





meeting. while Mr. Schoch. who is 4 
new man in the organization. plans to 
vet acanainted with some of the men at 
the helm. 









